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By ROBERT B. MITCHELL 


NEW YORK—The selling of mini- 
mum size groups where nearly all the 
premium is for high coverage on one 
or a few top -men is scheduled for 
discussion and possible action at the 
annual- convention of Assn. of Ad- 
vanced Life Underwriters, to be held 
May 1-2 at Washington. ‘ 

Possible action would probably be 
in the direction of trying to get clari- 
fication on the very substantial tax 
advantages that are involved. 

Asked about this topic on the agen- 
da) AALU President Meril P. Arden, 
Connecticut Mutual Life, New York 
City, told THE NATIONAL UNDERWRITER 
that so far not many members of his 
association are writing this type of 
coverage but there is reason to believe 


1958 Lapse Rate 
Inches Up To 5.7% 


The lapse rate of ordinary life in- 
surance was 5.7% in 1958, an increase 
for the third consecutive year, which, 
according to Institute of Life Insur- 
ance, reflects the increased sales of 
the past few years and also continued 





economic pressures stemming from 
the 1957 recession. 
The 1958 rise, however, was only 


one-fourth as great as the 1957 gain, 
and the rate, itself, was only three- 
quarters of the average recorded in 
the two decades before World War II, 
the institute said. The 1957 rate was 
5.4%. 

“A proportionately greater share of 
lapses always occurs in the early 
years of policy life and thus in times of 
unusually large purchases, lapses tend 
to increase,’ the institute commented. 
“Aggregate purchases of new ordinary 
insurance in the past five years were 
about equal to those in the preceding 
14 years, so that some rise in lapse 
rate was to be expected.” 


Minimum Deposit Sales One Factor 


Although not mentioned by the in- 
stitute, the recent upswing in sales of 
minimum deposit plans could be one 
other factor contributing to the lapse 
rate increases. 

Considering only lapses and surren- 
ders two years old or more, the 1958 
lapse rate was only 4% compared with 
3.9% in 1957. 

Another factor that may have con- 
tributed to the rise in lapse rate is the 
Increase in aggregate volume of insur- 
ance set up to provide cash for spe- 
cific purposes as a part of a compre- 
hensive family program. Now that this 
type of programming has been in ef- 
fect on a large scale for a quarter of 
a century, the institute said, every 


High Limits In Minimum Size Group 


Due For Boom If Tax Lure Holds Up 


its popularity will spread rapidly if 
there is assurance that the indicated 
tax savings will stand up. 

So far, this kind of business has 
been written largely by a few spe- 
cialists, mainly in New York City and 
California, where there are no per- 
life group limits. Also, New York per- 
mits groups as small as 10. Many oth- 
er states require at least 25 members. 


Examinations Are Usual! 


On small groups with high limits on 
the principals the usual practice is to 
require medical examinations for the 
principals. 

This type of case is known to have 
been written with coverage as high as 
a million dollars on each of four prin- 
cipals. In this case it was necessary 
to write more than the 10-life New 
York minimum to get it accepted by a 
company. 

The sales appeal to a corporation is 
obvious, whether the aim is to help 
key men get large amounts of cover- 
age or to provide money for funding 
a stock-purchase agreement. 


Tax Angles To Nail Down 


There are two tax angles that need 
to be nailed down, said Mr. Arden. 
First, there is the question of estate 
tax on the proceeds. The way that the 
specialists are handling these cases 
now is to amend the master policy to 
permit the assignment of certificates. 
There have been no tax court cases on 
this point and Mr. Arden said he knew 
of no “letter ruling” from the Internal 
Revenue Service covering it. 

It is important to know whether an 
assignment of a group certificate to 
another stockholder or to a principal’s 
wife gets it out of the estate or not, 
and the specialists make it clear to 
their clients that they are taking a cal- 
culated risk on this point. However, 
the worst that could happen would be 
that the proceeds would be thrown 
into the estate. 

The other tax advantage, which has 
already been challenged and which 
could come in for some hard govern- 

(CONTINUED ON PAGE 235) 


Ordinary Sales In 
March Up 14%; Total 
Sales Unchanged 


Ordinary sales in March were $4,- 
477,000,000, a gain of 14% and a rec- 
ord, while sales of all types of life 
insurance totaling $5,788,000,000 re-. 
mained exactly the same as a year 
ago, according to LIAMA. For the 
first three months, ordinary sales were 
$11,720,000,000, a 7% increase, while 
sales of all types of life coverage were 
down 4% to $15,565,000,000. 

Group sales in March were $715 mil- 
lion, a decline of 45%. and for the 
first three months were $2,259,000,000, 
down 40%. 

Industrial sales for the month to- 
taled $596 million, an 8% increase, and 
for the first three months were $1,- 
586,000,000, up 5%. 


Victor Lutnicki To Discuss 
Disclosure Law At AMA 


Spring Insurance Meeting 


The insurance industry’s view of the 
welfare and pension plans disclosure 
act will be the subject of the speech 
by Victor A. Lutnicki, vice-president 
of John Hancock, at the spring insur- 
ance conference of American Manage- 
ment Assn. at the Roosevelt Hotel, 
New York, May 6-8. Mr. Lutnicki will 
address the Wednesday morning ses- 
sion. 

Also appearing at the Wednesday 
session will be C. Stanley Hamilton, 
insurance manager of J. P. Stevens 
& Co., New York City textile concern, 
who will explore costs vs the needs for 
A&S coverage among retired employes. 


S. F., Oakland CLUs To Meet 


San Francisco and Oakland CLU 
chapters will hold their annual “shirt 
sleeve” conference at Rickey’s Studio 
Inn, Palo Alto, Cal., April 30-May 1. 
Featured speakers will be Robert L. 
Sherman, zone director of training, 
New York Life, who will discuss ad- 
vanced underwriting for business life 
and estate planning; Carl Bach, Penn 
Mutual Life, techniques and procedure 
and Ernest D. Haseltine, investment 
aspects of insurance planning. 








COFFEE BREAK AT EQUITABLE SOCIETY—Joseph L. Beesley and Mel- 


High Court Asked 
To Review Decision 
On Mail-Order Ads 


FTC Seeks Reversal Of 
8th Circuit Ruling In 
Travelers Health Case 


The Justice Department, acting in 
behalf of the Federal Trade Commis- 
sion, has petitioned the U.S. Supreme 
Court to review the eighth circuit court 
decision which ruled that the FTC has 
no jurisdiction over the mail-order ad- 
vertising of Travelers Health Assn. of 
Omaha. The grounds for the circuit 
court decision were that Nebraska 
statutes regulate Travelers Health’s ad- 
vertising practices “within the letter 
and spirit of the McCarran-Ferguson 
act, and that the act has placed such 
practices beyond the regulatory power 
of the commission.” 

The government brief asking for re- 
view noted that the Supreme Court, in 
its decision in the National Casualty 
and American Hospital & Life case, 
specifically differentiated between the 
companies involved in that case and 
those doing interstate business solely 
by mail. The court here, the brief 
stated, left undecided whether com- 
panies doing business interstate by 
mail-order only were outside FTC jur- 
isdiction over the advertising of in- 
surers doing business in a state through 
local agents, where state statutes regu- 
lated such advertising within its bord- 
ers, 

The brief also stated that Nebraska 
statutes cannot protect the inhabitants 
of other states in which a Nebraska 
A&S company solicits business by mail. 
The brief added that even the 1957 
amendment to Nebraska law, which 
gave the insurance director power to 
regulate solicitation practices of Ne- 
braska companies in other states, could 
not authorize the state “to prohibit de- 
ceptive practices beyond its borders.” 

The brief said, “of necessity, the 
problem of preventing misrepresenta- 
tions by insurance companies doing 
business solely through the mails can 
be effectively dealt with only by the 
federal government.” 


Variable Annuities 
Registered With SEC 


WASHINGTON—Variable Annuity 
Life and Equity Annuity Life, both ot 
Washington, have registered their pol- 
icies with the Securities & Exchange 
Commission, in line with the recent 
decision of the U. S. Supreme Court 
that such contracts are securities and 
are subject to SEC jurisdiction. 

Both companies asked a temporary 
exemption from some provisions of the 


investment company act. 
The policies of both insurers include 
life insurance coverage. 


ville P. Dickenson, senior vice-presidents, second and third from left, join 
financial experts from abroad in coffee break during latter’s visit to the Equit- 
able Society home office to hear lectures by R. I. Nowell, vice-president and 
economist, and J. Henry Smith, vice-president, on the investment programs of 
insurance companies and their growing importance in the formation of capital. 
Representatives from Guatemala, Israel, Jamaica, Panama and Vietnam, on 
tour for six weeks of travel and study in the U. S., had the program arranged 
for them by the U. S. International Cooperation Administration. James V. Foley, 
ICA project manager, is at extreme left. 


year sees an increased total of sur- 
renders to meet a specific plan, such 
as the use of cash values for educa- 
tional or retirement purposes. 

Also, with a continuous large vol- 
ume of home sales, there may be some 
lapses due to the ending of need for 
policies taken out to cover mortgages, 
the institute said. 


State Mutual Life’s individual A&S 
sales for the first quarter increased 
78%; annualized group premiums 
gained 33%, and sales of individual 
life were up 5%. 











FieNATIONAL UNDERWRITER 


Tells How Supervisor Can Promote 
Sale Of Pension Plans For Brokers 


Andrew F. Kin- 
bacher, who was 
appointed New 
York City manager 
when National Life 
of Canada entered 
the United States 
in 1958 as a mem- 
ber of the Glens 
Falls _ insurance 
group, was for 
many years with 
New England Life. 





A. F. Kinbacher 


NEW YORK—tThere are only eight 
basic decisions that need to be made 
to design a satisfactory pension plan, 
Andrew F. Kinbacher, New York City 
manager of National Life of Canada, 
told New York City Supervisors Assn. 

He listed these as follows: 

1. Who shall be included 
plan? 

2. When shall the employes retire? 

3. On what part of the employes’ 
compensation shall the pension be 
based? 

4. What formula shall determine the 
amount of pension? 

5. What withdrawal benefits shall 
be allowed if employment of the par- 
ticipating employe is terminated? 

6. What death benefits shall be pay- 
able to the beneficiaries—before and 
after retirement? 


Who Pays The Bill? 


in the 


7. Who shall pay for the plan—the 
employer alone or the employe in part 
as well? 

8. Administrative details, including 
effective date of the plan, names of 
trustees and/or pension committee; 
who shall apply for the policies, and 
name and address of lawyer who will 
draw the trust instrument, if a trust 
is required. 

“The supervisor should know the 
various types of eligibility and the 
reasons therefor,” said Mr. Kinbacher. 
“He should be familiar with reasons 
for different retirement dates in dif- 
ferent types of industries and for dif- 
ferent groups of employes. He should 
be familiar with the various types of 
compensation and how they affect 
costs of installing a pension plan. 


Answers Help The Sale 


“Certainly he should know the dif- 
ferent types of formulae which are 
used in pension planning and the dif- 
ferent types of vesting or withdrawal 
benefits in the event of termination of 
employment. All these need to be 
known so that the supervisor may, in 
the sales effort, be able to advise the 
employer in helping him make the 
right decisions. 

“The matter of death benefits be- 
fore and after retirement will affect 
costs and may very well delineate 
what type of funding is to be used for 
this plan. The question of who shall 
bear the cost of the plan can be a val- 
uable sales tool, as can commitment 
as to an effective date of the plan.” 

Mr. Kinbacher said that even more 
essential than advising the principals 
in the sales procedure is the super- 
visor’s ability to design a plan that will 
meet the requirements of the employ- 
er, so that the supervisor will be able 
to go back into subsequent sales in- 





terviews with a plan that can be sold. 

In addition, this knowledge becomes 
helpful in installing the plan in the 
follow-up underwriting, in advising 
on the tax status of the plan, with 
regard to both company and employes, 
and in dealing not only with the law- 
yer, accountants and principals but 
also in the personal dealings with the 
participants. 

Outlining procedures that the super- 
visor must follow to obtain pension 
sales for his agency, Mr. Kinbacher 
said it is necessary that he do train- 
ing work with the agent or broker. 
There are basic phases that the agent 
or broker may be able to handle by 
himself after a short time. Certainly 
he should be schooled in prospecting 
for pension plans, as he prospects for 
individual sales. 


Payroll Date Procedure 


“A great factor in the subsequent 
designing and selling of a pension plan 
is getting the basic payroll informa- 
tion,” said Mr. Kinbacher. “In some 
instances, this will consist of merely 
leaving the payroll data sheets with 
the employer, having him complete 
them and returning them to the agent 
or broker. In other instances it may 
require a review with the employer of 
the various items required and work- 
ing with his accountant or bookkeeper 
or payroll department in getting the 
information in usable form.” 

After a prospect has been selected 

(CONTINUED ON PAGE 26) 


Should Consider 
Busiress A&S, 
LIAMA Is Advised 


Income protection and the business- 
man was discussed by Daniel S. Black- 
man, assistant director of ordinary 
agencies Prudential, at the A&S 
meeting of LIAMA at Chicago. 

While A&S isn’t an essential to be- 
ing a successful producer, it is of as- 
sistance if the agents can move into 
higher echelons of production by add- 
ing to their sales kit, Mr. Blackman 
said of Prudential’s philosophy toward 
business A&sS. 

“One very important reason to us 
for the solicitation and sale of cover- 
age of this type is that it is principally 
a daytime activity,” he explained, 
pointing out that the average agent 
keeps busy with evening appointments 
but sometimes has trouble keeping 
busy during the day. 

A man develops a deep sense of 
satisfaction and pride when he knows 
that he is a qualified all-round agent, 
capable of providing service to his cli- 
ents in all areas of business insur- 
ance. “A study of income protection 
insurance and its application in this 
field is a long step in this direction,” 
he said. 

One of the pitfalls of business in- 
come insurance selling, Mr. Blackman 
said, is that “too often the field under- 
writer, inexperienced in this field, 
overemphasizes all of the technical- 
ities.” This is usually done to show 
off newly acquired knowledge. 

“In selling business income protec- 
tion, like selling personal income pro- 
tection, we must uncover the needs of 

(CONTINUED ON PAGE 25) 
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Southland Cen- 
ter, Southland 
Life’s $35 million, 
fully integrated 
business develop- 
ment in Dallas, 
shown here in ar- 
chitect’s drawing, 
was formally 
opened with Mrs. 
John W. Carpen- 
ter, wife of South- 
land’s chairman, 
cutting the ribbon 
in ceremonies at- 
tended by Gov. 
Price Daniel. The 
tallest building 
west of the Missis- 
sippi, the structure 
includes the 42- 
story Southland 
Life Tower, of 
which the South- 
land Life home of- 
fice occupies the 
fourth to 18th 
floors, and the 29- 
story Sheraton- 
Dallas Hotel. 

Included in the 
development are 
five underground 
levels; a 2,500-car 
garage; retail 
shops; various 
dining facilities; a 





public observation deck and a rooftop heliport. Distinguishing architectural 


features of the center include glass mosaic curtain walls in soft shades of blue, 
gray and green, and the end walls and sculptured harlequin base of precast 
lightweight concrete with quartz aggregate. 

Dedication ceremonies lasted for four days and included a $100-a-plate 
charity ball; religious ceremonies; a hospitality night for out of town guests; 
and a scientific symposium on the civilian aspects of the space age sponsored 


by the University of Texas. 
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Suggests Trainers 
Be Experienced 
Agents Themselves 


Must Know Whereof They 
Speak, LIAMA A&S Membe;; 
Told At Chicago Meeting 


Agent trainers should be experi. 
enced salesman themselves if they are 
to tell their recruits how to go about 
selling. Likewise, agents must belieye 
in A&S enough to buy some for them. 
selves before they can expect a pros. 
pect to. These and many other idea; 
were presented to some 220 sales ang 





NEW A&S COMMITTEEMEN 


Chairman—William B. Cornett, Pru. 
dential, succeeding E. S. Westcott, 
Bankers Life of Nebraska. 

Elected committee members for 3. 
year terms are: Rex H. Anderson, Life 
of North America; Thomas O. Ward, 
Gulf Life; John J. Plumb, Paul Revere 
Life, and Roy E. Williams. Great. 
West Life. 





agency directors who attended the an- 
nual A&S meeting of LIAMA this 
week at Chicago. 

“A recruit won’t respect a home of- 
fice trainer or agency executive unless 
that person has proved his mettle in 
field selling,” Charles E. Powell, Mon- 
arch Life, declared. Participating in a 
panel on training agents, Mr. Powell 
said his company had an answer to 
the neophyte’s frequent query: “Okay, 
if you think this is such a wonderful 
business and there’s so much money 
to be made, why aren’t you out in the 
field making it?” Monarch rotates its 
successful field men into home office 
training assignments for a _ two-year 
period. This cadre of training person- 
nel is then available for more impor- 
tant sales management jobs. 

Gail Shoup, Lincoln National, Grand 
Rapids, president of International 
Assn. of A&H Underwriters, said that 
his agency employs the life-A&S pivot 
system in training and merchandising. 
His agents are taught a plan which 
they must master before being al- 
lowed to handle additional and more 
complicated coverages. The agent may 
present life or A&S first, depending on 
an analysis of the client’s needs. Each 
new agent must sign a 19-point agree- 
ment stipulating that he will operate 
in an ethical fashion, participate in 
educational courses and join the life 
and A&H association, he said. 

Robert W. McCabe, Guardian Life, 

(CONTINUED ON PAGE 26) 


Conn. Pension Bill 
Advances; Would End 
Bias Favoring Banks 


HARTFORD—The insurance com 
mittee of the Connecticut assembly has 
favorably reported a bill that would 
permit life companies to set up segre 
gated pension and profit-sharing funds 
so as to permit insurers to compete 
with the big New York banks. : 

The bill, if enacted, would permit 
insurers to invest in common stocks 10 
the exent desired by the purchaser 
the contract. The profit or loss in the 
special accounts would not affect the 
general run of company assets. 
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Now you can 
protect him 
from polio... 
why don’t you? 


| - sauphe no medical development was 
ever so eagerly awaited as the vaccine 
against polio, or infantile paralysis. 


But when the vaccine was perfected and 
supplies became plentiful, a strange thing 
happened. Millions of Americans failed to 
take it—or neglected to get the three injec- 
tions needed for their protection. 


In fact, recent studies show that more 
than 35 percent of our people under age 40 
—the period when most cases occur—have 
not had any shots; only half have had the 
full series. Of the pre-school children who 
are most susceptible, nearly one-third have 
not been vaccinated at all. 


To help correct this situation, the U. S. 
Public Health Service, the American Medi- 
cal Association, the American Academy of 
Pediatrics, the American Academy of Gen- 
eral Practice and The National Foundation 
(for Infantile Paralysis) are spear-heading 
a drive for the conquest of polio. 

You can strike a blow against polio! 

If you have children, now is the time to 
provide them with protection—well in ad- 
vance of the polio season which is at its 
height during hot weather. 

Three injections—properly spaced by 
your physician—are 85 to 90 percent effec- 


tive against paralytic polio. If your chil- 
dren completed their series of three injec- 
tions a year or more ago, ask your doctor 
about a fourth “booster” shot at this time. 

Remember, it is especially important to 
protect children under age five. Doctors 
say that polio injections can be started as 
early as six weeks of age. 


If you are under 40, see that you, too, 





are vaccinated. Polio isn’t limited to chil- 
dren. Although it rarely strikes adults, it is 
usually severe when it does occur. 


So, you could do no wiser thing than to 
call your physician or clinic now—and ar- 
range for your family’s injections. 

If we all act immediately, we can face 
the summer of 1959 with the bright hope 
that there will be no polio epidemics! 
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Minimum Deposit, 


HeNATIONAL UNDERWRITER 


Mutual Funds 


Get Going-Over From Fluegelman 


Some colorfully phrased comments 
on minimum deposit, mutual fund sell- 
ing by life agents, inflation, “special” 
policies and mutiple-line selling char- 
acterized the talk that David B. Flue- 
gelman, general agent of Connecticut 
Mutual Life at New York, gave at the 
General Agents & Managers Confer- 
ence session during the midyear meet- 
ing of NALU at Minneapolis. Follow- 
ing is an abridged version of the parts 
of his talk dealing with minimum de- 
Posit, mutual funds and inflation. 

I don’t think that minimum deposit 
as such is necessarily wrong. There is 
some of it written in my office. What 
I think is wrong about minimum de- 
posit is that in its abuses we have 
abdicated the basic principles involved 
in the sale an servicing of life in- 
surance, after having decided that the 
guaranteed dollar is what we believe 
in. We believe that the dollars we put 
away at the present time will at some 
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Our New Midwestern Office 
...What It Will Mean To You 


With the opening of our newest office, North American Re 
has achieved a long-standing goal. Now, from Chicago, 
Midwestern companies will be receiving even better, faster 
service on their reinsurance needs. Now, for the first 

time, an experienced North American Reassurance executive 
will be practically at their doorsteps. The rapid growth 

of all phases of life insurance in the Midwest has 

prompted this expansion of our services. 


We are pleased to announce that Mr. Robert Shepler, CLU, 
has been appointed Assistant Vice President of the North 
American Reassurance Company, and will be in charge 

of this office. A native of the Midwest, Bob Shepler brings 
to his new post a wealth of valuable experience gained 

as manager of agency operations for two 

well-known Midwestern life companies. 


In announcing this important step North American 
wishes to express our thanks to the evergrowing number 
of companies we are privileged to serve throughout 

this area, and look forward to welcoming you at 

our offices on the seventh floor at 230 North Michigan 
Avenue, telephone Financial 6-8940. 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago, III. 
1509 Main Street, Dallas, Texas 


Reinsurance Exclusively 
ACCIDENT & SICKNESS °¢ 


time in the future come back to either 
us or to our widows and children. We 
believe in that. 

“There’s no point in debating at 
the moment whether dollars are ripe 
right now or whether it would be a 
better buy two years from now, or a 
better buy four years from now. The 
point is that that’s what we are sell- 
ing. Whenever we take the expedient 
means of saying to somebody, “Milk 
the policy of its cash value, get it at 
as low an outlay as possible so that 
these funds may go somewhere else to 
help the inflationary spiral,’ then I 
think we have abdicated our respon- 
sibility as life insurance men. 

It isn’t a question of whether it’s 
good or bad. That’s something eco- 
nomists could argue about intermin- 
ably. I think a lot of us have forgotten 
what a contract of life insurance is, 
and at the risk of insulting your intel- 
ligence, let me tell you my conception 
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LIFE INSTIITUTE REPORTS: 





David B. Flue- 
gelman, long an 
implacable foe of 
jumbo group, is a 
past president of 
NALU and was the 
first chairman of 
its group insurance 
committee. 


of a life insurance policy. All it is is a 
capitalization of the human life value, 
as Dr. Huebner pointed out. You’re 
amortizing that over the years. 

Let’s assume that you want $50,000 
as a goal. We’ll take that figure arbi- 
trarily. What’s the best way to get the 
$50,000? Very simple. Just take $50,- 
000, bury it in the ground and you’ve 
got it available for some time in the 
future. The trouble with that is that 
very few of us have the $50,000, so the 
next best thing to do is to accumulate 
that $50,000 on the installment plan. 


Like Depreciation Fund 


We may have $2,000 a year that we 
can put away for 25 years and that'll 
give us the $50,000 and that’s what we 
do when we buy an insurance policy, 
and the contributions that we make 
each year build that amortization or 
depreciation fund, if you will, and in 
the same manner as corporations build 
up a fund to take care of their depleting 
assets, such as factories. 

We’re taking care of a depleting as- 
set known as our human life value and 
we pay this money each year; we’ll for 
the moment ignore the interest calcu- 
lations, and in 25 years we have our 
$50,000 and we’ve accomplished our 
purpose, if we’re fortunate enough 
to live. That’s what I call the dog of 
the contract. 

(CONTINUED ON PAGE 


1958 M ortality Rate 
Shows Slight Decline 


The death rate among America’s 89 
million ordinary life policyholders de- 
clined slightly in 1958, although it was 
still higher than the record low of 
1956, Institute of Life Insurance re- 
ports. 

The over-all 1958 death rate among 
these ordinary policyholders is report- 
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ed by the institute as 606.0 per 100,000, 
compared with 607.3 in 1957 and 625.1 
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LIFE INSTITUTE REPORTS: 


Over 150 Companies 
Discount Premiums 
On Larger Policies 


Although the practice of quantity 
discounting premiums is only slightly 
more than two years old in this coyp. 
try, more than 150 U.S. life insurang 
companies are today offering life polj. 
cies with lower rates for large 
amounts of coverage, according to Ip. 
stitute of Life Insurance. Those com. 
panies offering the price differentia) 
write at least 60% of the total life jp 
force in the country. 

Quantity discounting, used in Europe 
for many years, was not permitted jp 
the U.S. until 1956, when Nationa 
Assn. of Insurance Commissioners took 
action to approve such underwriting 
procedures. By then, it was already ip 
use by over 80% of all companie 
operating in Great Britain and had 
started to spread to Canada. The firg 
plan in the U.S. was introduced jp 
1955. 


Cost Variable By Company 


The cost per $1,000 of quantity dis. 
counted life insurance differs from 
company to company. In some ase 
the cost differential relates to the 
amount of insurance, in others to the 
premium paid and in still others is 
applied through varying policy divi- 
dends. The most common difference 
in cost between the largest policy and 
the smallest is between $1 and $2 per 
$1,000. 

Premium reduction for larger-sized 
policies has resulted in a larger aver. 
age policy size in those companies 
offering the plan and is believed t 
have been one of the important factors 
in increasing the over-all average siz 
of ordinary insurance policies, the in- 
stitute said. 


Frederick Rathgeber 
Named Prudential V-P 


Frederick E. Rathgeber, 2nd _ vice 
president and associate actuary 0 
Prudential since 1954, has been elected 
vice-president and actuary. Mr. Rath- 
geber has been with Prudential since 
1936. 

The directors also elected Zehma 
I. Mosesson, associate actuarial direc- 
tor since 1955, an assistant actuary. 
He joined the company in 1937. 

In other moves by the directors, the 
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designation of Pearce Shepherd was 
changed from vice-president and actu- 
ary to vice-president and chief actu- 
ary, and that of Edward M. Neumann 
from vice-president and __ associate 
actuary to vice-president and actuary. 












a decade ago. The 1956 record low 
was 581.7. 

The improvement last year occurred 
largely in the latter half of the yea 
The first half of the year showed some 
continued effect from the 1957 ep 
demic of influenza, which caused mé 
terial increases in deaths from both 
influenza, pneumonia and diseases # 
the heart. 

One contributing factor in the 19% 
drop, reported by some life companié 
was the slight additional weighting 
younger age groups, due to the laré 
volume of family plan policies gollt 
on the books in recent years. The 
brought into the ranks of policyholdes 
a large number of children, who wot! 
naturally show lower death rates " 
certain categories. 
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Warters Discusses Cost 
Of Inflation, Taxes 


Record gains, increased taxation and 
nigh cost of inflation were major 

ints discussed by Dennis N. Warters, 
president Bankers Life of Iowa, at the 
annual policyholders meeting. Individ- 
yal policy sales for the first quarter 
were about 19% above the same period 
in 1958. Group sales continued at about 
the same level for the first quarter of 
jast year. Combined new business 
prought life in force to more than $3,- 
347,000,000, an increase of nearly $75 
million. 

Assets are now approximately $991 
million, and according to Mr. Warters 
the company will join at about mid- 
year the select group of American 
corporations with more than $1 million 
of assets. 

In common with all life companies, 
Bankers Life suffers from continually 
rising price levels, said Mr. Warters. 
“One of the major cost increases is 
taxes. The company paid nearly $1,- 
750,000 in premium taxes in the states 
where policyholders live,” he added. 
For payments in 1959, the company is 
setting aside more than $414 million for 
federal taxes—nearly double _ the 
amount set aside a year ago. 

Mr. Warters emphasized that the 
total tax bill assessed against the sav- 
ings of mutual life insurance policy- 
holders is much greater than the tax 
on other savings. The life insurance 
industry protested this situation, he 
said, but it is his belief that the gov- 
ernment deficit and the clamor for 
additional government spending make 
it unlikely that there will be any new 
relief from the heavy tax burden for 
at least a year. 

He indicated that the life industry 
wants to do everything ‘possible to 
strengthen the hands of President 
Eisenhower and the Congress, both in 
balancing the federal budget and “re- 
sisting those who would increase ex- 
penditures beyond the sum of our 
tax collections and the amount of gov- 
ernment bonds which the citizens are 
willing to buy.” 

The victims of inflation are all 
those who save dollars or depend on 
fixed dollar income, he declared. 


Two For One Stock Split 
Of Wis. National Is OK'd 


Stockholders of Wisconsin National 
Life voted April 14 to increase au- 
thorized capital from $1 million to $3 
million and approved a proposed two- 
for-one stock split to increase out- 
standing capital stock to $2 million. 
The payment of the 100% stock div- 
idend will be made May 1 to hold- 
ers of record April 30. 








Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Ilinois 
WAbash 2-2535 Teletype CG1475 
You may telephone ordess eallect. 
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LIFE INSURANCE EDITION 


An. exterior of 
gray-tinted glass, 
set in architectural 
bronze window 
frames, and sur- 
rounded by gray 
polished granite 
will be a _ distin- 
guishing feature of 
John _  Hancock’s 
new West Coast 
home office build- 
ing. Now under 
construction in San 
Francisco, the 
building is the sec- 
ond largest com- 
mercial structure 
in recent years to 
use bronze exten- 
sively as an exter- 
ior architectural 
metal. Approxi- 
mately 150,000 
pounds of bronze 
extrusions will be 
used for the win- 
dow frames and a 
balcony that will 
circle the building 
at the second-floor 
level. Bearing 
walls will be steel- 
reinforced con- 
crete. From the 
concrete, which 
will not be visible 
when the building 
is complete, will be 
hung the integrat- 
ed outside wall of 
granite, bronze, and glass. 
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Role Of Safety Engineer 
Told At Ill. A&S Forum 


Every accident has a cause—either 
an unsafe condition or and unsafe act, 
members of Illinois A&S Underwriters’ 
Forum were reminded at their April 
meeting at Chicago. 

Repudiating the fallacious blame of 
bad luck were Kenneth Schlorf, super- 
intendent of engineering, and Louis 
Byerly, supervising engineer, Fire- 
man’s Fund. 

The safety engineer came into the 
fore during World War II when lucra- 
tive war contracts demanded far more 
intensive safety programs than had 
existed previously. Modern safety pro- 
grams require: Supervision of the em- 
ploye during early period of employ- 
ment; accident investigation; plant in- 
spection committee, and _ periodical 
safety meetings for employes. 

Industry has learned that accidents 
don’t pay, Mr. Schlorf said. It costs 
$4 in time and equipment for every $1 
in claims costs. Safety in the home is 
just as important as in the plant, he 
added. 


Two Added To Program 
Of Indiana Leaders Club 


Kenneth L. Anderson, Insurance 
R.&R., and Charles Dragoo, Merchants 
Trust, Muncie, Ind., have been added 
to the program of the annual meeting 
of Indiana Leaders Club May 1-2 at 
Turkey Run State Park. 

Other speakers will be Frank Weis- 
man, Bankers Life of Iowa, Chicago; 
and O. C. Ohsner, Connecticut Mutual. 
Columbus, and Robert W. Osler, Rough 
Notes Co. 


The Adam Rosenthal agency, St. 
Louis, led General American Life in 
individual sales in March. 

Seaboard Life of Miami has been 
licensed in Tennessee and Illinois. 


Paul Bloom, Boston, led General 
American Life in individual sales in 
March. 


Oppose Extension Of 


Unemployment Pay Law 


WASHINGTON—Amendment of the 
federal unemployment compensation 
law to include full time life agents 
who are independent contractors was 
opposed in a statement submitted to 
the House ways and means committee 
by American Life Convention and Life 
Insurance Assn. 

The House committee is considering 
amendments which would adopt the 
social security act definition of “em- 
ploye” so as to include any individual 
who performs services as a full time 
life insurance salesman, if his con- 
tract of employment reads that he will 
perform all such services personally, if 
he has no substantial investment in 
facilities, and if his services are con- 
tinuing in nature. 

The association said that any such 
amendment would be objectionable 
because the reasons for the broader 
social security definition do not apply 
in the case of the unemployment tax 
act. 

The statement described the basic 
difference between the social security 
and unemployment tax laws in this 
connection: “The retirement and sur- 
vivor benefits of the social security act 
afford protection against hazards to 
which independent contractors as well 
as employes are subject. The unem- 
ployment compensation system, how- 
ever, is designed to protect against 
loss of wages arising from involuntary 
unemployment due to lack of work, 
not to protect the _ self-employed 
against lack of success in their busi- 
ness ventures. Hence, to extend this 
act to independent contractors would 
not be consistent with its purpose.” 
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LIFE 


COMPANY 


One of the Nation’s bil- 
lion-dollar companies, of- 
e fering complete life in- 
. surance service in seven 
states — from the Great 
Lakes to the Gulf Coast. 


HOME OFFICE: 


| Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 








Ranking Of 766 Companies Given In Order 


Insurance in force in U. S. and 
Canadian life insurance companies was 
at an all time high at the beginning 
of 1959, increasing 8.2% above that 
at the beginning of 1958. Of the new 
total, $333,766,718,696 was ordinary, an 
increase of 8.8%, and $184,512,541,960 
was group, which increased 912%. 
Industrial insurance amounted to $41,- 
655,287,264, a decrease of 1% 

By the beginning of the year 77 com- 
panies had $1 billion in force, six 
companies having entered this group 
in 1958—Liberty Life, Protective, Un- 
ion Labor, Imperial of Canada, North 
American Reassurance and American 
United. 

Big advances in rank among the 
first 100 companies were made by 
Western & Southern, California-West- 
ern States, Minnesota Mutual, Repub- 
lic National, Manhattan Life, American 
United and Cavalier Life. Allstate went 
from 715th place to 78th because of 
the issuance of group insurance on 
Sears, Roebuck & Co. employes. 
Sharp increases or decreases in group 
or credit insurance are often a factor 
in changing the ranking position of a 
company. 

This year 731 companies, all with 
more than $10 million or more in 
force, are shown in the ranking table. 


Chicago A&H Men Pick 
Marlowe: Urged To Put 


Pressure On Prospects 
Daniel X. Marlowe, Provident L.&A. 
has been elected president of Chicag: 
A&H Assn., suc- 
ceeding Jack Ol- 
son, Combined 
Other new officers 
are Robert Wehr- 
meister, W. A. Al- 





exander & Co.; 
Stanley Green- 
spun, Massa- 


chusetts Casualty 
and Martin R 
Haueisen, Wash- 
ington National 
vice - presidents 
and Charles K 
secretary-treas- 





Daniel X. Marlowe 


Coleman, Combined, 
urer 

Luncheon speaker S. B. Stottrup, Mu- 
tual Benefit H.&A., Decatur, Ill., ad- 
vised members not be be afraid of using 
pressure to jar their prospects from in- 
decision. An amount of pressure equal 
to the amount of resistance should be 
used, and it should be applied unti' 
there is no more resistance. He recom- 
mended that agents follow the success- 
ful selling methods of TV and use visual 
sales tools. 

Also presented were plans for the 
association’s annual banquet May 22 
at the Conrad Hilton Hotel. 

Paid for business of Sunset Life was 
up 38% in the first quarter. 


¢ INSURANCE FILING SYSTEMS ¢ 
© OUR SPECIALTY SINCE 1919 


®We were the originators of Two-Way ande 
$ Three-Way Tang Folders, made especially 
efor Application permanent record files. Wee 
® also have Transparent Policy Jackets. Sam-® 
eples of folders and jackets with price lists ¢ 
® sent on request. 

H. B. McClure Mfg. Co. 

2302 West Glen Ave. 


Peoria, Illinois 


We sell direct to Insurance Companies 
Seeeeeeeeeeeseeoeoeeece 
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Metropolitan __........ 

Industrial .. 9,877,671,430 

SINNED ai cococh ah suaascsiligiekeviatncevers 32,259 ,233,858 
Prudential 

— cideiaeicebaneedn 6,655,679,106 

Grou 19,101,665,920 
arr Ae ties a 

Group . 19,674,482,370 
Travelers 

Group 17,702,124,866 
John Hancock 

MUNROE Scetsictcoscerivertsenniins 2,775,329,223 

NINE ea siiass cuiksossticchbcansstasbiereiond 6,980,693,014 
= ad 

Gro 17,318,178,600 
New York Life 

MIPIM ccsukcs ceases <cseapetecasnsesveosatich 2,563,668,309 
Conn. gem) 

Group 5,968,906,730 





Northwestern Mutual 
Lincoln National 











































































Group 1,584,006,472 
Sun Lite, Canada 

Gro 3,097,205,677 
Gossaaniaa. Cal. 

Group 3,270,400,871 
Mutual of N. Y. 

Group 563,894,453 
Mass. Mutual 

Group 1,181,907,551 
New England Life 

Group 595,657,116 
Continental Assur. 

Group 3,267,928,850 
National L. & A. 

Industrial .... 2,841,613,746 

NICU  ccksccessseares 69,534,546 
Mee: TART) OGRE cist ccesocnccocssiencasingssoninnnnnn’ 

Industrial ............ 560,305,751 

RNID chin stacacanstsiseasisnerrecrens 787,556,636 
Penn Mutual 

RD ath csctoscasscenicsssiogs 20,899,090 
Western & S 

Industrial 1,798,683,010 

Group _...... 186,357,530 
American Na 

—— 1,420,585,566 

Grou 715,310,675 
Mutual Benefit, N. J. 

MINI asthe cacencacsshteecaseaseciosens 100,562,536 
Cuna ery Wis. ... 

Group 4,148,792,718 





Conn. Mutual 
Great-West, Canada 










































































































































































Group 1,199,355,087 
Bankers, Iowa 
Group 1,439,552,531 
Franklin Life, Il. 
Canada Life 
Group 1,053,628, 188 
nd PRGERIER, TRIG, cxtticcevsicincscntornitniemanness 
Grou 2,182,299,630 
Manufacturers, ee Fee ES 
Gro 212,575,356 
State ‘Mutual, Mass. 
1,002,639,206 
874,298,237 
520,789,222 
Pacific P Mutual, TNE, | scssicccenissnscvomoesinniesnnenioiane 
Group 1,323,990,343 
Provident Bey: GRE ig NT sisciccasecapremeneeneanetins 
Gro 1,783,399,410 
Cal. Sractera States 
RIRNDRNED cts cvessccetnsocsacprocevictiasecttensse 1,310,709,602 
Provideni Mutual, Pa. cane 
ae 301, 073, 278 
Life ms Virginia 
PIIMIOUIE ET 5.5. scisecossgansersiatonestons 809,305,752 
Group 292,426,196 
National Life, Vt. 
—— IIE: cnsccsssneiaceninasbiiapenstioants 
Grou 720,243,867 
Minnesota Mutual 
Gro 1,188,176,394 
Old Republic Life 
Grou 1,460,150,397 
Pheonix Mutual, Conn. 
Group 
Home Life, N .Y. 
roup 391,720,411 
—_ iif, Canada 
420,049,001 
Mesthmeatera Es TUNER... <ccsicinecnneesisiteieiineiinninn 
Group 733,754,252 
Republic Natl., Texas 
Group 650,580,537 
United Benefit, Neb. 
| NEE RS EE ER CN 621,640 
Group 559,898,202 
Southwestern AI TUNE. *- sicexcsosessibeeattosoceenests 
Group 433,490,606 
Jefferson Standard, N.C. on... ccssssssessescsesseees 
Acacia Mutual, D. C. 
Group 9,812,700 
Washington Natl. Il. 
cen pa sadelieiliicialctaasibiagliniesice 457,737,632 
Grou 568,015,562 
Life ae Ae ee 
MOURNED, 0 descictenssicerbdiviaees 749,268,299 
Group 124,919,999 
Equitable Life, Iowa 
Guardian Life, N. Y. 
Group 81,782,429 
Life of Georgia 
a 994,037,648 
Group 114,902,057 
"area Men’s, Mo. 
254,938,827 
usene Natl., Ala. 
i a 825,584,355 
Pilot Life, N. C. 
Industrial ... 281,685,168 
NII eiessencstiehaseisiaiblbliesdicinesindindiaods 659,139,707 
North Amer., Canada 
roup 233,664,281 
State Farm, II. 
 _ppeeROER NET coches Went cox oon 62,949,602 


Total 
Tnsuranee 
In a 


84,224,267.384 
70,524, 192,315 


33,368,784,049 
23,047 ,567,466 
22,278,459 ,355 


21,492,907 ,087 
20,669,933,525 
9,654,241,500 


9,336,274,404 
9,184,920,722 


8,357,666,274 
7,999,182,630 
6,797,988,685 
6,737 ,481,959 
6,068,198,945 
5,421,720,707 
5,276,706,371 


4,659,886, 135 


4,653,878, 166 
4,529,959,747 


4,510,886,428 


4,503,343,820 
4,216,225,973 


4,000,863,355 
3,404,085, 184 


3,272,653,590 


3,166,251,592 
3,113,065,133 


2,949,872,030 
2,882,174,877 
2,701,057,944 
2,690,246,098 
2,684,204,138 
2,579,854,177 
2,427 ,427,763 
2,408,172,310 
2,301,382,901 
2,284,507,276 
2,219,035,532 
2,149,613,337 
2,124,628.992 
2,084,973,439 
2,077,092,505 
1,995,934,496 
1,992,196,849 
1,970,583,696 
1,952,915,513 
1,887,325 ,087 


1,808,208,504 


1,803,871,538 
1,690,032,483 


1,689,330,485 
1,651.167,187 


1,637,388,544 
1,616,908,446 


1,582.876,837 


1,527,487,240 
1,490,646,927 
1,478,713, 137 


1,392,532,971 
1,382.628,245 
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Nationwide, Ohio 
NONE 2 cs <csccossbseceesssesespacsoreipee’ 285,865,174 

es City Life 
Gro 656,500 

U. S. Life, N. Y. 

roup 699,768,747 

Southland Life, Texas 
MUMMRMEUIOR sss ccs scscscasssecisnpsonssee 234,762,540 
Group 189,941,611 

Manhattan Life, N. Y. . 

Group 493,375,464 

Commonwealth, Ky 
Industrial 317,890,629 
Group 92,860,547 

Gulf Life, Fla. 

BUACUURBEEAAL,  wsncscsssieccosesapevesssoveve 324,920,882 
Group 195,500,118 

Fidelity Mutual, Pa. 

Group 6,012.875 

Pan ee Ts auch caeceazchonneceteshaapeieasinataaaganaes 
Group eeeeeeeeseeseeeee 402,769,401 

Amer. United. BI oosnccck cass snscsaccstovsereeatioeese 
Group 167,503,159 

N. A. Reassur., N. Y. 

Group 61,922,213 

Imperial, Canada 
Group 141,562,590 

Monumental Life, Md. 

Industrial ..0.............cccecseseseeees 451,514,633 
Group 15,981,603 

Union Labor, N. Y. 

Group 1,006,363,810 

Protective, Ala. 

Group 677,888,890 

Liberty Life, S. C. 

i eee seecsccciaeaan 392,611,743 
Group 167,636,887 
Allstate, Il. 
roup 889,076,303 
Pinas is SE Wag Ba Me vccvsemsniecmestemamans 
roup 305,783,974 

Ohio National 
Gro’ 36,972,626 

Alineo PLite, Ind. 

Group 607,103,002 

Great “Southern, Texas 
Gro 133,509,323 

Credit. Fife, Ohio 
Group 525,404,427 

Union Mutual, Me. 

Group 512,936,945 

N. — Mins MRE Et sg PURMUIID. . scoccescsoxceienenscocsnsstaesob one 
Grou 238,627,584 

Country Life, Ill. 

MMMED ceccsiastasaactanscrsscssscepevsicee 11,584,000 

Dominion Life, Can. 

62,996,468 

etiam Bit BE ig RNs... ccicenicreneneeremmmmneniingnin 
Industrial .... 740,965,043 
Group 31,375,500 

Home Beneficial, Va. 

TURIN ons cccsssssoccecscccessrsoissees 486,801,964 
Group 12,411,658 

Cavalier Life, Md. 

Group 618,762,128 

Patriot Life, N. Y. 

Industrial 3,047,278 
IID esahcsccsscescpncsdsepicedexensesgeustes 161,029,045 

Paul Revere, Mass. 
| REESE Gna eoee 223,238,490 

Northeastern Life, N.Y. .....ccccssssssssseesssseesssees 
Group 635,562,166 

Ree 2g Life, D. C. 
rong IE sinccpisipgteliniinnsicienio 371,137,913 
Grou 7,223,625 

Mutual Trust, Ill. 

United Ins., Il. 
ere 491,454,334 
Group 16,034,500 

Bankers L. & C., Il. 

Grou 133,701,048 
44,927 
Group 53,789,850 

West Coast, Cal. 

Group 342,350,286 
suaority Te, Ge Bicy CONG. .0.c.cscsaccsscorecesssosscsasessoes 
RENIN stsceccescacenkanhaseevncesdsonibonesons 232,182,845 

Bankers Life, Neb. 

Industrial, Canada 
BRUABEE IAL asec sssseiccscccvesscescosssees 154,478,372 
MID -cctnteciebbancrceinnincessiness : 90,860,535 

— SER, TNR. vsineseeuscstetnnseeeetiontanes 
Gro’ 323,067,860 

Berkshire Life 

Ee SER ae Ce eer 1,535,250 

Sun Life, Md. 

— vised cgenaddbnoainanies 229,635,692 
647,459 
columbian TREhs, BERG: vsisessnsosserszinsotaiserreasbic 
PEE Sao a ee, Rea 140,774,276 

Central” Life, Iowa 

RBLEDL ALES Aer 3,720,675 

Bankers Nati. N. J. 

Ss decseibaabatinterolewodicotiaes 199,558,004 

Shenantech Life, Va. 

I gt onnte Reece 319,115,475 

Standard Lif 
MIIIES. “- Civrecdardusepespecaccuscestatdinvee 246,597,000 

Knights Lif 
Industrial 244,378,579 
Group ... 4,684, 

Columbus 
Industrial _... 196,714,517 

Colonial Life, 

Industrial 20.0.0... eeeeeeseseseeeee 123,942,923 
Group 19,655,949 

Monarch Life, Mass. 

Mo aristnvacscstsnpiecassicbaeabediorie 42,041,369 

Excelsior, Canada 
Group 22,684,689 

woo Mut., N. Y. 

Grou 94,431,900 
jae Ceatiecal. Texas 
Group 83,833,997 

Lutheran Mutual, Ia. . 

Interstate L. & A., TOM. ..........cccssssseseeteneteeees 
Industrial ........cecccssessssssseeeeeees 271,608,655 
Group 18,389,603 


. Total 
nsuranee 
In rom 


1,332, 189,34 
1,320,096,595 
1,288, 756,13 
1,237,361,» 


1,203,506, 63 
1,172,692,3% 


1, 160,108,397 
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To Study Sales Aid 
In Tax Regulations 
At MDRT Meeting 


The market that the 1958 estate tax 
regulations have opened up for the sale 
of life insurance to qualified profit- 
sharing plans will be explored in detail 
at the annual meeting of the Million 
Dollar Round Table June 21-25 at 
the Americana Hotel, Bal Harbour, Fla. 


HieNATIONAL UNDERWRITER 


The regulations provide, that life in- 
surance bought with distributions from 
ualified profit-sharing plans is tax- 
free in the participant’s estate, an im- 
portant consideration to the typical man 
with an estate tax problem. Profit-shar- 
ing plan trustees are even calling up life 
insurance agents to find how to set up 
the life insurance, according to Robert 
S. Albritton, Provident Mutual, Los 
Angeles, chairman of the program com- 
mittee and vice-chairman of the MDRT 
executive committee. 

Starting at 2 p.m. Monday, June 22, 
there will be a session on this and other 


advanced technical phases of employe 
benefit plans excluding deferred com- 
pensation) at which Denis B. Maduro, 
New york attorney specializing in em- 
ploye benefit plans and estate planning, 
will act as technical adviser. 

Two MDRT members, David Marks 
Jr., New England Life, New York City, 
and Jack N. Meeks, Northwestern Mu- 
tual, Columbus, will lead off with short 
presentations. 

Concurrently there will be a session 
at which Marvin L. McCarthy, super- 
intendent of advanced underwriting 
training of Northwestern Mutual Life, 





JAMES E. BETTIS, C.L.U., left the newspaper business to become a life insurance Agent in 1937: In 1946, after nine years of successful 
personal production, he was named a Supervisor. He was appointed General Agent in Indianapolis for Berkshire Life in 1948. 







“There’sa | 

- definite 

@, pattern 

© for success... 








.--in Life Insurance selling. Berkshire points it out to 
every Agent...and keeps him on the trail... through its 
continuous Training Program.” 


“Then even your experienced men still receive training?” 


“That’s right. In fact, as your own experience increases, 
you'll find Berkshire’s continuing Training Program serves 
you more and more... by acquainting you with approaches 
to more complex coverages, and showing you how to keep 
your production continuously climbing.” 


“Can any Training Program really substitute for actual 
experience, Mr. Bettis?” | i. 

t aP 
“No, I don’t believe there’s any substitute: for experience, 
But Berkshire’s program doesn’t try to be. Actually, it’s a 


_ PITTSFIELD, MASS. ¢ A MUTUAL COMPANY © 1851 


concentrate of the lifetime experiences of many men who 
are experts in all phases of selling and sales management. 
They’ve been attracted to Field and Home Office positions 
with Berkshire by the strength and integrity of a com- 
pany widely known for its excellent field and policyowner 
relationships. That is why I believe that today Berkshire 
offers the greatest opportunity for 
personal growth in the industry.” 


ERKS HIRE 


LIFE INSURANCE ; co. 






Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President mmsstitt 
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will talk on life insurance trusts, ay 
Harry S. Redeker, general counsel y 
Fidelity Mutual Life, will discuss gg, 
tlement options. 

They will be followed by a showh 
of colored slides illustrating office . 
ganization methods and shown by Be. 
nard C. Lewis, Prudential, Newark 
a member of MDRT. 


Six Concurrent Workshops 


Tuesday morning there will be s 
concurrent workshops, run off twig 
They will be repeated again at 9 pn 
Subjects and speakers: 

“Split Dollar,” Ben Epstein, Kans, 
City Life, Houston, and W. C. Hartmy 
Jr., National Life of Vermont, Athey 
Ga.; introduced by Z. Willard Finbey 
Great-West Life, St. Paul. 

“Pension Plans,” W. L. Spence 
Equitable Society, Youngstown, 9. 
and W. C. Hester, Pan-American Lif. 
Jackson, Miss.; introduced by A, } 
Lewallen, Mutual Benefit Life, Mian; 

“Selling to the Professional Man’ 
Felix H. Bray, Mutual Benefit Lift 
Houston, and D. C. McCune, Fidelit 
Mutual Life, Pittsburgh. 


‘Stardust’ To Be Given 


“Deferred Compensation,” Alfred § 
Howes, Connecticut Mutual Life, Ne 
York City, and R. F. Triplett, Ney 
York Life, San Jose, Cal.; introduce 
by Robert K. Clark, New England Life 
Cleveland. 

“Sales Ideas,” Keith W. Loring, Na 
tional Life of Vermont, Miami, ani 
Stanley S. Watts, Equitable Society, 
Norfolk, Va.; introduced by Warren §. 
Griffin, National Life of Vermont, At. 
lanta. 

“Estate Planning,” Walter R. Cava- 
naugh, North American Life of Can 
ada, Detroit, and Frank E. Brenna, 
New England Life, Kansas City; intro. 
duced by Benjamin L. Stern, New 
England Life, New York City. 

Final feature of the morning will bk 
“Stardust,” the famous life insurance 
play written by Laflin C. Jones, diree- 
tor of markets research of Northwest 
ern Mutual Life. The annual busines 
meeting will take place in the after 
noon. 





Pru Freed From New Type 


Of Extraterritoriality 

NEWARK—Prudential has _ stopped 
withholding New York state income 
taxes from the pay of some 100 em- 
ployes who work in New Jersey but 
live in New York, following official 
notification from the state attorney- 
general’s office that such withholding 
is contrary to New Jersey law. 

Amendments to the.New York law 
recently broadened the withholding 
provisions to cover all employed tax- 
payers. New York had asked that the 
New Jersey law be modified, but when 
this request got -nowhere, the state 
backed down and issued a ruling that 
withholding would not be required 
where a state’s laws prohibit it. 

The New Jersey law does not pro- 
hibit deductions of New York income 
tax for employes who work in New 
York state, even though they live 2 
New Jersey. 


Patriot Lite Adds A Juvenile 
Payor Benefit Rider To Portfolio’ 

Patriot Life has added a juvenile 
payor benefit rider to its portfolit 
which may be added to all policié 
issued at juvenile ages to 14. The 
rider provides for waiving of prem: 
ums in the event of the applicant! 
death or total and permanent dis 
bility and at insured’s age 21 t 
rider becomes automatically a walvé 
of premium benefit. 
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BEHIND 


THE 


_NYLIC 
AGENT.... 


Sales-supporting 
promotion is 
another reason why... 
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A recent survey shows that New York 
Life agents in one metropolitan area se- 
cured more than $16 million of new ordi- 
nary business in 1958 through direct 
mail leads. 


Direct mail is just one phase of Nylic’s 
comprehensive sales promotion program. 
In addition, the program includes sales 
leaflets, attractive illustration forms, vis- 
ual sales tracks, product-information 
kits, audio-visual aids, agents’ manuals, 





eqs 


THE NEW YORK LIFE AGENT 


“IN YOUR Co ee 
1S A GOOD MAN TO : 











A sales promotion 
program that gives him 
greater sales potential 
and more 

receptive prospects ! 


and policyowner prestige materials, such 
as award-winning wall calendars. All of 
these pave the agent’s way to successful 
sales interviews. 


This sales promotional activity builds 
the prestige of the Nylic agent, the 
products he sells and the Company he 
represents. And most important, it is 
helping the Nylic agent increase the 
amount of insurance he writes—year 
after year—for more and more people! 


New York Life 


Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance ¢« Group Insurance « Annuities 
Accident & Sickness Insurance ¢ Pension Plans 
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Meade McMillen Is 
Elected President 
Of First Colony Life 


Meade McMillen has been elected 
president of First Colony Life. Mr. 
MeMillen, former executive vice-pres- 
ident and director of agencies, suc- 
ceeds Henry C. Hofheimer II, chair- 
man, who has been acting president. 

Mr. McMillen joined First Colony 
in January, 1958, as superintendent of 
agencies, and in April was elected 
vice-president and director of agen- 
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cies. In July, he became executive 
vice-president and director of agen- 
cies. 

He entered the life insurance busi- 
ness with Mutual Benefit Life at Har- 
risburg in 1944, became supervisor at 
Wilkes-Barre in 1946, and _ general 
agent at Richmond in 1950. 

Single Premium Annuity Rates 
Lowered By Manufacturers Life 

Manufacturers Life has lowered sin- 
gle premium immediate annuity rates 
for all plans and ages. As examples of 
the reduced rates, at age 65, male, 





More Than Lip § 


Service! 


THIS “STAR OF THE NORTH” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness . . . a com- 
pany which gives more than lip service to a 


formula that works! 


THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 








STAR OF 


results. 


IN 


Insurance. 


with... 


ae ni—m, [eli ag, | 








men who spend the 
with the Field, befor@ 
demonstrating how the§ 


ADDITION, our Advanced Under4 
writing Division recently has applied these 
same principles to the unlimited frontiers of 
Programming; Pension and Profit-Sharing 
Plans; Estate Planning; Wills and Trusts; 
Taxes; and, in a unique way, Business 


TOP THIS OFF with a better paying in- 
centive contract, incorporating an unusual 
combination of persistency fees, and you 
have the reasons why the “Star of the 
North” is the guiding light to many a 
successful agent who has found himself 


The Agent-Minded 


MINNESOTA 
MUTUAL 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


the following single premiums will 
provide an income of $100 a month: 
life annuities, $14,390, a decrease of 
$300; cash refund annuities, $17,279, 
down $620. 


Alabama Agents Annual To Be 
Held At Dothan, Not Decatur 


The annual convention of Alabama 
Life Underwriters Assn. will be held 
June 19-20 at the Houston Hotel in 
Dothan, not in Decatur as previously 
reported in the convention dates col- 
umn of THE NATIONAL UNDERWRITER. 
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Worthington Heads 
‘Invest-In-America’ 
Committee Of N. Y. 


NEW YORK—William P. Worthing! 
ton, president of Home Life of No, 
York, has’ been 
designated as gen- 
eral chairman of 
the New York 
“Invest-in - Amer- 
ica” committee. 

“Invest - in - 
America” week is 
being observed 
April 26-May 2 as 
a means of estab- 
lishing better un- 
derstanding of the 
role that capital 
plays in creating 
jobs and making the country pn: 
perous. 

In accepting the invitation to ser, 
as New York chairman, Mr. Worthing] 
ton commented that the constitution, 
guarantee of free enterprise has 
the major factor in the economic ap; 
political growth of the United State. 

During “Invest-in-America” we 
there will be several events designed 
stress the importance of investme; 
and what it means to America. Inst. 
tute of Life Insurance is one of th 
sponsors. 



















W. P. Worthington 





Equitable Society Tied 
To 35 Cashier Offices By 


Electronic Teletypewriter 

Equitable Society has _ installed ; 
direct and private electronic teletyp. 
writer communications system whic 
ties the home office to 35 of its cashia 
offices across the country. The system, 
a 5,300-mile network covering 18 state 
and the District of Columbia, is pn- 
vided by the long lines department 0 
American Telephone & Telegraph (i 

Special electronic equipment at th 
home office constantly searches a 
stations on Equitable’s two private lin 
circuits. When an _ outlying statin 
wants to make contact with the hom 
office, the equipment indicates th 
request. The station is then selectei 
and messages are automatically trans 
mitted by punched paper tape to th 
home office at the rate of 75 words: 
minute. 

The communications system was de 
signed by Bell Telephone Laboratories 


GAMC Membership Gains: 
Five New GAMAs Formed 


Five local GAMAs of General Aget 
& Managers Conference of Natio 
Assn. of Life Underwriters have 
formed. 

The new associations are Albuquet 
que; Greenville, S. C.; Scranton, Pa: 
Polk county (Lakeland, Fla.), al 
Valley GAMA (Brownsville, Harling 
and McAllen, Tex.). 

GAMC membership on April 15 we 
5,487 compared with 4,912 on April 
1958. Over 100 members were cont 
buted to the 1959 membership by tH 
new associations. 















Two Ark. Life Insurers To Merge 

Negotiations have been complet 
for the merger of Child Security 4 
of Little Rock and World-Wide 
of Morrilton, Ark., the resulting 
to be known as World-Wide Life. Ne 
officers include Alfred Hendrix, chit 
man; R. W. Butler, president; Jamé 
L. Allison, vice-president; Lyle D 
Bettis, secretary-treasurer, and 
beth Kaufman, assistant 
treasurer. 





il 25, 199 
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When Buffalo Bill Cody scouted for insurance 
he called The Man from Equitable! 


For the past hundred years, the top people in every 
field have called The Man from Equitable. And it 
has never been more true than it is today. For this 
year all America is learning the news about the new 
Hundredth Anniversary developments in Living 
Insurance from Equitable. New graded premium 





rate structure. More benefits. Greater protection. 
They're hearing and seeing this news on DouGLAS 
EDWARDS WITH THE NEWS over the entire CBS-TV 
network, 155 stations covering 95.2% of all TV 
homes. No wonder so many of the nation’s top life 
underwriters enjoy being The Man from Equitable! 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 


il 
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Program Given For 
New England Area 
Management Parley 


Seven speakers from the home of- 
fice and field will address the New 
England area management conference 
to be put on by the New England 
General Agents & Managers Assn. 
May 8-9 at the New Ocean House, 
Swampscott, Mass. 

Frank B. Maher, vice-president in 
charge of John MHancock’s district 
agency department, will be the key- 
note speaker, discussing the theme of 
the meeting, “The Challenge to Man- 
agement.” 

Walter L. Downing, associate gen- 
eral agent of New England Life in 
Boston who will become general agent 
May 1, will speak on developing first 
year men. 

Jason E. Stone Jr., general agent of 
Northwestern Mutual in Boston, will 
talk on upgrading agents’ production. 


HeNATIONAL UNDERWRITER 


Seven of his 32 agents are members 
of the Million Dollar Round Table. 

Stuart F. Smith, vice-president of 
Connecticut General Life, and former- 
ly its manager in Pittsburgh and Phil- 
adelphia, will speak on “The Golden 
Key.” 

Saturday morning Alexander Hutch- 
inson, 2nd vice-president of Metropol- 
itan Life, will talk on the training and 
development of managers. 

Coy G. Eklund, manager of Equitable 
Society in Detroit, will discuss the 
challenge of growth. 

Closing speaker will be President 
Charles J. Zimmerman of Connecticut 
Mutual, the title of whose talk is “An- 
other Part of the Team.” 

Chairman the first day will be Wal- 
ter K. R. Holm Jr., Connecticut Mu- 
tual, Providence. The second day’s 
chairman will be Howard J. Stagg III, 
Connecticut General, Boston. 


First quarter production of personal 
A&S insurance was the highest three- 
month period in the history of Michigan 
Life. March production was 28.9% 
above the same month last year. 


Program Announced 
For Combination 
Companies Meeting 


HARTFORD—Conservation, agency 
visits, agency systems for ordinary 
business, merchandising, recognition 
of performance of service, today’s 
training trends, and ways of making 
managers more effective will be dis- 
cussed at the annual combination 
companies’ conference of LIAMA 
scheduled for May 6-8 at the Hotel 
Roosevelt, New York City. 

President Richard B. Evans of Co- 
lenial Life will address the luncheon 
that will open the meeting. 

That afternoon with Executive Vice- 
president C. H. Kendall of Washing- 
ton National presiding, Stanford Y. 
Smith, superintendent of agencies of 
Liberty National, and Frank De Young, 
superintendent of agencies of Colonial 
Life, will handle the discussion on 
conservation. 











LONG THERM SALARY 
CONTINUANCE 





The disabled executive who has outlived his sick leave 
benefits is the subject of ‘‘management charity’”” — a 
situation distasteful both to himself and management. 
The answer, pioneered by Provident, is the Long Term 
Salary Continuance Plan. This plan can be individually 
tailored for groups of executive and supervisory per- 
sonnel —the greatest untapped insurance market in 
America today. You can offer conventional one-year 
renewable term plans or non-cancellable guaranteed 
renewal coverage for groups as small as five. 


Ask us for details. Give us an opportunity to help design 
a program to fit the needs of your prospect. 





PROVIDENT LIFE e ACCIDENT e SICKNESS 


LIFE AND ACCIDENT 


LU CHATTANOOGA 


BROKERAGE BUSINESS INVITED 


HOSPITAL ® SURGICAL e MEDICAL 


a 
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Agency visits will be dealt with by 
Richard W. Wiltshire, vice-president 
and supervisor of agencies of Home 
Beneficial Life, Louis F. Runge, vice. 
president and director of combination 
sales of Southland Life, J. Harolg 
Gatewood, manager of agencies of 
Equitable Life of Washington, D. C, 
R. W. Friedner, 2nd vice-president of 
Washington National, and E. H. Ma- 
lone, secretary of Gulf Life. 

Workshops Thursday morning wil] 
be followed by a talk on health insur. 
ance by E. J. Faulkner, president of 
Woodmen Accident & Life. One work- 
shop, moderated by Mr. Wiltshire, wil] 
cover agency systems for ordinary 
business. Participants will be Rufus 
Fort Jr., vice-president of National 
Life & Accident, J. L. Hirsh, vice- 
president of Sun Life of Baltimore, 
Rufus White, vice-president and di- 
rector of sales of Pilot Life, and F. 
Courtney Williams, superintendent of 
agencies of Metropolitan Life. 

Joseph J. Diamond, assistant vice- 
president of Home Life of Philadel- 
phia, will moderate the merchandising 
workshop. Participants will be William 
M. Hamilton, assistant director of field 
training of Prudential, David F. Jack- 
son Jr., supervisor of sales promotion 
of John Hancock, and Robert K. Zelle, 
vice-president of Life & Casualty. 

A workshop on recognizing perform- 
ance and service will be moderated 
by Lloyd A. Brewer Jr., agency vice- 
president «of Equitable Life of Wash- 
ington, D. C. Participating will be J. 
J. Raidy, director of industrial agen- 
cies of Home Security Life, and Lewis 
F. Youngblood, vice-president and di- 
rector of agencies of Western & 
Southern. 


Session On Training 


“Today’s Training Trends” will be 
the first subject covered Friday morn- 
ing during the general session over 
which George B. Thompson Jr., vice- 
president of John Hancock, will 
preside. Panelists will be Paul J. Wil- 
liamson, assistant vice-president of 
Life of Virginia, C. R. Darling Jr, 
vice-president and director of training 
of State Capital Life, John C. Grubb, 
vice-president of Commonwealth Life, 
Edwin P. Gunn, director of field train- 
ing of John Hancock, Fred G. Jarvis, 
senior consultant of LIAMA, and Ar- 
nold Rothschild, secretary and director 
of training of Sun Life of Baltimore. 

“Making Managers More Effective” 
will be the subject of the final panel 
discussion, participants being Mr. 
Brewer, W. W. Hartshorn, superin- 
tendent of agencies of Metropolitan 
Life, J. M. Jackson, director of agen- 
cies of Life of Georgia, and W. R. 
Toler, 2nd vice-president of Life of 
Virginia. 

Managing Director J. Harry Wood 
of LIAMA will deliver the closing 
address of the meeting Friday morn- 
ing. W. Sheffield Owen, vice-president 
of Life of Georgia, is chairman of the 
combination companies committee. 





New Minnesota 


Handbook Published 


A new Underwriters Handbook of 
Minnesota has just been published 
by the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Minne- 
sota Handbook may be ob 
from the National Underwriter Co. 
at 420 East Fourth Street, Cincinnati, 
2, Ohio. Price $12.50 each. 





—. 
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Home Office Changes 


Life Of Georgia 
W. Motte Sims has been appointed 
supervisor of field sales services in 
the agency department. He has been 
supervisor at Atlanta for Guardian 
Life. 


operating head of the agency depart- 
ment in charge of sales. He went with 
the company as a general agent in 
Chicago in 1957. 


Great Southern Life 


1956 and Mr. Magee since 1957. They 
are being brought in from the field 
for training and management duties 
and responsibilities according to a long 
established company policy. 


Bankers Life Of la. 
Harold G. Allen and William M. Rae 
were promoted from 2nd vice-presi- 
dents and actuaries to vice-presidents 


Sam F. Emma has been appointed 
superintendent of agencies. He will be 


and actuaries; Howard Dean from 2nd 
vice-president to vice-president, se- 
curities; William G. Schneider and C. 
Lambert Trowbridge from associate 
actuaries to group actuaries, and John 


Clyde J. Kruse Jr. and Jake Magee 
have been named assistant managers in 
the sales training department. Mr. 


Mutual Trust Life 








Washington Vatconal 


Kruse has been with the company since 





George Washington spent his 
boyhood years on Ferry Farm near 
Fredericksburg, Virginia. A born 
horseman, he soon became 
recognized as a skilled equestrian 
in a nation where horsemanship 
was part of everyday life. 


This reproduction is one in a series of eleven original oil paintings 
by Walter Haskell Hinton which portray little-known events in the life 
of our Country’s first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 
visit us and view the original paintings which hang in our 
Home Office gallery. 
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Elken was elected assistant secretary, 

Mr. Allen joined the company jp 
1934, Mr. Rae in 1935, Mr. Dean ip 
1934, Mr. Schneider in 1946 and My 
Trowbridge in 1938. Mr. Elkin went 
with the company in 1950. He hag 
been administrative assistant to Ear} 
F. Bucknell, vice-president. 


Travelers 


James E. Hosk- 
ins, 2nd vice-pres- 
ident and actu 
since 1956, has re. 
tired after 4 
years. He was 
named _ supervisor 
of the service diyj- 
sion of the life ac. 
tuarial department 
after World War I, 
assistant actuary 
in 1923, associate 
actuary in 1945, 
and actuary in 
1947. He is a fellow of the Society of 
Actuaries and chairman of the society's 
aviation committee since 1930. 


Nationwide Life 

George J. Varga has been appoint- 
ed as actuary. A fellow of Society of 
Actuaries, he joined the Nationwide 
companies in 1955 as group actuarial 
and underwriting manager. Before that 
he was with New Jersey Blue Cross. 





James E. Hoskins 


American Income Life 


Bernard Rapoport has been promot- 
ed from executive vice-president to 
president. Harold Goodman, president, 
becomes chairman. James R. Johnson 
was elected secretary-treasurer, and 
John Beck and J. Carl Suverkrup 
were named vice-presidents. 


Liberty Life 
Dr. Willard B. Mills, formerly in pri- 
vate practice as a pediatrician in 
Greenville, S.C., has been elected med- 
ical director to succeed Dr. Hugh §. 
Brown, who has resigned to re-enter 
private practice in Spokane. 


Old Equity Life 
Marvin Block has been named vice- 
president in charge of agency opera- 
tions. He joined the company in 194 
and has been superintendent of agen- 
cies. 


Mutual Of New York 


Harold L. Neal, agency assistant in 
the home office sales department, has 
been promoted to supervisor of field 
underwriter contracts, succeeding 
Clark Sherman, administrative assist- 
ant, who will retire May 1. 


State Mutual Life 


Robert J. Freeman, manager of the 
costs and budgets department since 
1957, has been appointed 
planning director of the office of plat 
ning and research. 


SUNSET LIFE has advanced Lewis 
B. Hawthorne from supervisor to a& 
sistant secretary. 


Independence Life Leaders Feted 

Top producers of Independence Life 
were honored at an awards lunched 
in the Statler Hotel, Los Angeles. Lar 
ry Cochran of the Gale, Cochran, 
Moore & Parker agency, San Dieg?, 
took first prize for production of new 
life business in a six week com 
Second place went to Harold Neilsé 
of Canoga Park, and third place ® 
Henry Helfman of Sherman Oaks. 

The company leadership plaque ft 
outstanding agency production 
service went to the Gale, Cochral, 
Moore & Parker agency. 
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Changes In The Field 


Employers Life 

The Campbell, 
Payson & Noyes 
agency, general 
agents in Maine of 
the Employers 
group of fire and 
casualty com- 
panies, has been 
appointed life gen- 
eral agent. The 
agency is head- 
quartered in Port- 
land. 

Named manag- 
ers are: Robert H. 
Rollins at Boston. He has been man- 
ager of New England Life at Brockton, 





E. M. Sheppard Jr. 





Robert H. Rollins Harold E. Reinholtz 


Mass., since 1954. Edgar M. Sheppard 
Jr. at Philadelphia, where he has been 
brokerage manager of Prudential since 
1956. 

Harold E. Reinholtz at Los Angeles. 
He has been assistant manager of Mut- 
ual of New York at Pasadena and be- 
fore that was with New York Life. He 
is a CLU and lst vice-president of 
Pasadena-San Gabriel Valley Life Un- 
derwriters Assn. 


Old Equity, Ill. 


William C. Smith has been named 
manager for Kentucky with offices at 
Lexington. 


Life Of Georgia 


A. B. Rutledge, district manager at 
Murfreesboro, Tenn., for the past 10 
years, has been promoted to division 
manager for Louisiana to succeed El- 
lis W. Parris, who becomes agency in- 
spection supervisor for the gulf coast 
area, 


No. American Accident 
Leon S. Hobbs, Earl J. Hamilton and 
Carl J. Olson have been named gen- 
eral agents at Darlington, S. C., 
Tucson and Denver in that order. Mr. 





LIFE CONTROLLER OPENINGS 
$15,000 - $10,000 


At this time we have available a good se- 
lection of Controller/Assistant Controller 
+ rae Inara g wna involved i goa 
leas' enty-five years ago and are o: 
the highest caliber financially. 
Openings range from Assistant Controllers 
at $10,000 to $15,000 for a senior man. Gen- 
eral specifications on these positions: age 
— eters erty ive, eee de- 
or equivalent. mandatory, to 
qualify, that a man have a minimum of 
seven-ten years Home Office experience with 
@ heavy background in preparation of An- 
nual Statement, Taxes, I B , etc. Assistant 
fede? offer rapid advancement to full- 
fledged Controllership. Best current open- 
ings: Midwestern and Eastern States. 


All inquiries handled confidentially. A post- 
al card will bring “HOW WE OPERATE.” 
No obligation to register. 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 





HArrison 7-9040 











Hobbs and his wife have been in the 
insurance business together for 13 
years and head Sovereign Eastern 
Ins. agency of South Carolina. Mr. 
Olson was formerly a workmen’s com- 
pensation underwriter for the state 
of Colorado. 


Fidelity Mutual Life 


L. Hayes Tate, supervisor at Jack- 
sonville, Fla., since 1955, has been ap- 
pointed general agent there to succeed 
J. H. Pickett Jr., who has resigned to 
devote his time to personal produc- 
tion. Mr. Tate joined the Jacksonville 
agency in 1952. 


Prudential 


James V. Ponte and Murrel D. Vine- 
core have been named district man- 
agers, the former at Chicago and the 
latter at Moline, Ill. Mr. Ponte began 
with the company in 1950, moved from 
agent to staff manager and _ subse- 
quently training consultant in 1957. 
Mr. Vinecore was also a former train- 
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ing consultant and has been with the 


company since 1951. He was named 
staff manager at Rockford, IIl., in 1952 
and training consultant in 1955. 


Manufacturers Life 


Gordon L. Prior, manager at Hart- 
ford, has been named manager of the 





Gordon L. Prior James M. Robertson 

newly opened agency at Boston and is 
succeeded by James M. Robertson, for- 
mer assistant manager at Los Angeles. 
Mr. Prior, a CLU, has been with Man- 
ufacturers since 1929. He was elected 
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president of Connecticut Life Under- 
writers Assn. last year. Mr. Robertson 
joined the home office in 1951, and 
was appointed training assistant at 
Los Angeles in 1954. 


Equitable Of lowa 


Charles P. Boyer has been appointed 
home office field assistant and has 
been assigned to the west coast under 
the direction of Clair O. DuBois, west- 
ern superintendent of agencies. Mr. 


' Boyer began with Penn Mutual in 1953 


after several years of newspaper ad- 
vertising experience and became an 
assistant general agent. 


Great-West Life 


F. I. Lincoln has been appointed 
manager of a new district office at 
Oakland, Cal., and Arthur Goldberg 
supervisor at Pittsburgh. Mr. Lincoln 
has been supervisor at San Francisco 
since last July. 


Paul Revere-Mass. Protective 


Named regional training supervisors 
are Kenneth L. Jerdee for the central 
region and Herbert A. Larson for the 
eastern region. Mr. Jerdee, who will 
be headquartered at Madison, Wis.. 
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During 1958 Praetorian Mutual Life Insurance Company was 
admitted to membership in the American Life Convention, the 
Texas Life Convention, and the Life Office Management 


Association. 


Stee 
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caele Praetorian’s vigorous entry into the mutual life insur- 

(AEG ance field creates a once-in-a-lifetime opportunity 
for a General Agency connection with one of the most honored 
names in insurance. Praetorian also is preparing a full line of acci- 
dent and sickness insurance protection. Ask us about career oppor- 
tunities in the South and Southwest, from Coast to Coast! 
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joined Paul Revere and Massachu- 
setts Protective in 1952 at Madison, 
where he was named supervisor in 
1958. Mr. Larson, who will be based 
at Natick, Mass., entered the insurance 
business in 1946. 


Pan-American Life 


Jack Munze has 
been named gen- 
eral agent at Kan- 
sas City. He has 
been assistant re- 
gional supervisor 
of Kansas City 
since 1957. 





— 


Jack Munze 


Western Life 


Harold L. Paulsen has been named 
superintendent of agencies for Mon- 
tana and John H. Blessing Jr. has 
been appointed to a like post for north- 
ern Ohio. 

Mr. Paulsen, who has been with the 
company 23 years, was in the home 
office for 16 years before going into 
the field as a salesman in 1952, be- 
coming one of the company’s 10 lead- 
ing producers in 1958. He will work 
under Loane J. Randall, western re- 
gional sales vice-president. 

Mr. Blessing entered the insurance 
business with Penn Mutual Life at 
Cleveland in 1947, later becoming 
agency supervisor in Toledo. He went 
with Columbian National in 1957, re- 
maining there until joining Western 
Life.’ 


No. American, Chicago 


The agency headed by Marvin J. 
Rice has been expanded to include 
Green Bay, Wis. Previously the agen- 
cy covered the Two Rivers-Manitowoc 
area. This will be one of North Amer- 
ican Life’s largest agencies in Wis- 
consin. Mr. Rice joined the company 
in 1950. 


Union Mutual Life 


Gerald Cunningham, former’ co- 
manager with David C. Muzzall at 
Grand Rapids, has been named man- 
ager there and Mr. Muzzall becomes 
manager. at Lansing. Messrs. Cunning- 
ham and Muzzall have been with Un- 
ion Mutual since 1956. Mr. Muzzall is 
a CLU. 


Massachusetts Mutual 


Clifton E. George has been appointed 
supervisor at Andover, Mass. He en- 
tered the life business in 1952. 

Edward L. Berger, assistant gen- 
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eral agent of the Steinberg agency at 
New York, has been named the agen- 
cy’s Westchester county district man- 
ager with headquarters at Hartsdale. 
Mr. Berger, a CLU, joined the agency 
in 1952 and was appointed supervisor 
in 1956. 

William A. Wadsworth has been 
appointed manager in the company’s 
new district office at Traverse City, 
Mich. He has been an agent at Tray- 
erse City since 1948 and is past pres- 
ident of the local life agents’ associa. 
tion. He is currently vice-president 
and membership chairman of Michi- 
gan Assn. of Life Underwriters. He is q 
CLU. 

William C. Lenox has been named 
district manager at Clayton, Mo. He 
joined Massachusetts Mutual in 1955. 


Travelers 


George B. Wilson has been appointed 
manager at Peoria to succeed W. Ivan 
Fleming who has 
held the post since 
1951. Mr. Wilson 
is a CLU. 

Other appoint- 
ments in the life, 
A&H department 
are: Andrew S. 
Behrends, field 
supervisor at Lub- 
bock, has been 
promoted to man- 
ager at Amaril- 
lo, Tex., and Wil- 
liam B. Snyder, 
field supervisor at 
Midland, Tex., is named assistant man- 
ager there. 

Assistant managers transferred are 
Gordon D. Gray, from Indianapolis to 
Buffalo; Billy M. Askew, from Fort 
Worth to Dallas; Thomas H. McAboy, 
from Miami to West Palm Beach, and 
Joseph P. Wharry, from Little Rock to 
Macon, Ga. 

Field supervisors transferred are 
Jack E. Crim, from Miami to West 
Palm Beach, and Robert E. Self, from 
Charlotte, N. C., to Raleigh. 

Agency service representatives pro- 
moted to supervisors are John E. At- 
kins, Little Rock; James A. Smith and 
Ralph B. Smith Jr., Los Angeles; David 
A. Crockett, Jr., San Francisco, Robert 
F. Irwin, San Diego; James M. Mac- 
Leod, Washington; Judson W. Durham, 
Jacksonville; William L. Lafferty Jr. 
Miami; Dudley L. Spence, Tampa; Jack 
M. Norris, New Orleans; Richard W. 
Galley and John J. Matsock, Detroit; 
Thomas F. Neher, St. Louis, and 
Charles Holt Jr., New York. 

Also, Robert K. Brown, Robert Col- 
lins and Richard R. Johnson, New 
York; Edward W. Garfield Jr., Cleve- 
land; John W. Kilbourne, Oklahoma 





George B. Wilson 
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City; James K. Lawler, Philadelphia; 
Robert T. McLelland Jr., Houston; Don- 
ald V. Murphy and Don_R. Pickle, Lub- 
pock; Ronald R. Eichorn, Salt Lake 
City, and Richard L. Roden Jr., Mil- 
waukee. 


State Mutual Life 


John _ Burgers 
has been appoint- 
ed manager at San 
Jose, Cal. He en- 
tered the life busi- 
ness in 1953 as an 
agent of Pacific 
Mutual in San 
Francisco and was 
later transferred 


to the home office 





John Burgers 


as head of sales 
training and de- 
agents. 
velopment for new 
Wilbur C. Man- 
ning Jr. has been 
appointed manager 
at New York. He 
has been with New 
York Life for the 
past 10 years. 





W.C. Manning Jr. 


Kansas City Life 


Robert W. Stokely has been appoint- 
ed general agent for 50 counties in 
northern Georgia, with headquarters 
at Decatur, Ga. He has_ previous 


life sales experience and was for three 
years a life insurance broker in At- 
lanta. He is a graduate of Purdue in- 
stitute and LIAMA school of agency 
management. 
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Pacific National Life 


John Reitano has been appointed 
general agent in the metropolitan Los 
Angeles area and will specialize ex- 
clusively in brokerage business. 


Southern Provident 
R. Arnold Edwards has been named 
to head a new general agency at Gar- 
land, Tex. He was the company’s lead- 
ing producer for 1958. 


FIDELITY BANKERS LIFE has | 


named Edward D. Simon, formerly 
with Mutual Benefit Life, assistant 
manager at Norfolk. 


SONS OF NORWAY has appointed 
Odd Mehus regional manager of Min- 
nesota, Iowa and South Dakota, and 
Aasmund Rosseland district agent for 
Wisconsin, Illinois and Michigan. 


FIRST COLONY LIFE has appoint- 
ed William H. Romack Jr., former di- 
rector of sales of Equity Annuity Life, 
manager at Silver Spring, Md. 


JOHNSON & HIGGINS, brokers 


and actuaries of San Francisco, has | 


named Leslie C. Jonas manager of the 
life and estate planning division. He 
has been with Travelers and Con- 
necticut General. 


AMERICAN LIFE OF NEW YORK | 


—Named life superintendents are John 
A. Clow at Omaha and George R. 
Stallworth at Jacksonville. 


EASTERN LIFE has named J. Har- 
old Kay general agent at Miami 
Beach, where he has been general 
agent of Security Mutual since 1951. 


Bankers Life of Iowa had new writ- 
ten business for March of $53,271,115, 
an increase of nearly 68%. 
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. .. Just doggone good Service 
and Outstanding 
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LIFE: non-participating, participating, standard, 
substandard, ordinary and special policies, 
lifetime disability, $10 per $1,000. A & S.: 
disability income, Guaranteed Renewable hos- 
pitalization and surgery, non-cancellable ac- 
cidental death, dismemberment, major medical 
expense. GROUP: pure group, small group, 
franchise, pension trust. GUARANTEED ISSUE, 
INSURED INSURABILITY. 


Will accept Non-Medical to $25,000.00 
for full time Agents and General Agents 


Contact H. R. Hunke, 


Assistant Vice President and Director of 
General Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


DALLAS, TEXAS 


988 N CENTRAL EXPRESSWAY 
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Program Completed 
For HIA Meeting In 
Philadelphia May 4 


A variety of topics, including fed- 
eral and state legislative developments, 
medical and hospital relations, the U.S. 
economy, and public attitudes toward 
health insurance will be discussed 
at the annual meeting of Health Insur- 
ance Assn. at Philadelphia’s Bellevue- 
Stratford Hotel, May 4-6. 

The gathering of officers of HIA’s 
274 member companies will get un- 
der way Monday with a general ses- 
sion presided over by HIA President 
Travis T. Wallace, president of Great 
American Reserve. The meeting will 
adjourn May 6 after the annual lunch- 
eon which will have Sen. Barry Gold- 
water of Arizona as speaker and will 
include the installation of new officers. 

The first general session will open 
with a welcoming speech from Francis 
R. Smith, Pennsylvania commissioner, 
and an address by Mr. Wallace. 

The morning program will be con- 
cluded with a panel discussion, first of 
three during the meeting, on the topic, 


HeNATIONAL UNDERWRITER 


“The Impact of Government on Health 
Insurance.” The panel, moderated by 
John A. Henry, vice-president and gen- 
eral counsel Continental Casualty, will 
have as members Milton A. Ellis, 3rd 
vice-president Metropolitan; Joseph 
F. Murphy, secretary and counsel 
America Fore and chairman of HIA’s 
legislative committee; V. J. Skutt, 
president Mutual of Omaha, and vice- 
president of HIA; John P. Hanna, 
HIA’s general counsel; and Paul Hawk- 
ins, counsel for HIA. 

After a buffet luncheon, another gen- 
eral session will be held. Prof. Charles 
B. McCaffrey, of Pennsylvania Uni- 
versity’s Wharton school of business & 
finance, will speak on “The Place of 
Disability Insurance in a Personal In- 
surance Program.” An executive ses- 
sion will follow, at which new members 
will be introduced, cormmittee reports 
will be heard, and the election of of- 
ficers and directors will be held. Mem- 
bers of the HIA staff will then take 
part in a panel discussion, “Staff 
Looks at the Problems,” moderated 
by Robert R. Neal, HIA general man- 
ager. 

Mr. Skutt will preside over the gen- 
eral session on Tuesday. Dr. Anthony 
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the prestige of a 53-year-old New 
York company whose complete 
line of highly competitive con- 
tracts plus sound and liberal 
underwriting has helped its agents 
break all sales records in 1958. 
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J. J. Rourke, hospital consultant, will 
discuss hospital accreditation—the sig- 
nificance to health insurance, and Dr. 
Leonard Larson, chairman of Ameri- 
can Medical Assn., will make an ad- 
dress entitled, “For The People.” 

The final panel discussion, “Health 
Insurance Council—State Committee 
Chairmen,” will end the morning pro- 
gram. Ardell T. Everett, 2nd _ vice- 
president Prudential and chairman of 
the council’s New Jersey committee, 
will moderate. Other panelists will be 
Arnold S. Brown, 3rd vice-president 
Metropolitan and chairman of the Cal- 
ifornia committee; Charles D. Scott, 
executive vice-president Great Amer- 
ican Reserve and a member of the 
council’s hospital relations committee, 
and Louis A. Orsini, HIA’s assistant 
director of information and research, 
who is also a council vice-chairman. 


Health Institute Report 


The general session Tuesday after- 
noon, devoted to a report on Health 
Insurance Institute, will be presided 
over by H. Clay Johnson, executive 
vice-president Royal-Globe and chair- 
man of HIA’s public relations com- 
mittee. Mr. Johnson will be followed 
by an address entitled “What Interests 
People?” by John W. Hazard, senior 
editor of Changing Times, the Kiplin- 
ger magazine. 

James R. Williams, vice-president 
of the institute, will report on the in- 
stitute’s public relations program. Dr. 
Herold Hunt, Eliot professor of educa- 
tion at Harvard’s graduate school of 
education, will conclude the institute 
program with an address, “Public Ed- 
ucation—Its Relationship to Business.” 

The general session Wednesday 
morning, at which Mr. Wallace will 
preside, will open with a talk on new 
developments in Canadian health in- 
surance by W. Douglas Bell, vice- 
president and general manager for 
Canada, Paul Revere Life, who has 
been named managing director of a 
new health insurance association be- 
ing formed in Canada. Colorado Com- 
missioner Sam N. Beery, vice-presi- 
dent of National Assn. of Insurance 
Commissioners, will discuss “Where Do 
We Go From Here?” Karl R. Bopp, 
president of the Federal Reserve Bank 
of Philadelphia, will speak on “The 
Role of Monetary Policy in a Growing 
Economy.” 

The annual luncheon will follow, 
after which the meeting will be ad- 
journed. 


Equitable Society Film 
Traces Company's Role 
In American History 


Equitable Society is distributing to 
its general agents and managers a 
30-minute documentary color movie 
which explains the company’s role in 
America. The documentary, designed 
for showing before civic and service 
groups, traces the growth of Equitable 
and the nation since 1859, the year 
Equitable was founded. 

Title of the movie is “For All Time.” 
Narrating it is TV personality Ed Her- 
lihy. Some of the earliest known live- 
action film clips are used in the movie, 
as well as a number of woodcuts from 
the mid-1800s. 


A&S Premiums, Life Volume Gain 
In Guardian Life President's Month 

Life volume of Guardian Life in 
March, president’s month, was more 
than $38 million, an increase of 12.4%. 
Submissions of A&S premiums on an 


annualized basis totaled nearly $200,- | 


000, up more than 26%. 
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Better Business 
Bureau To Eye Auto 
Credit Coverages 


A comprehensive nationwide study 
of the sale of credit life and A&s 
coverage in connection with automo- 
bile time payment contracts is being 
undertaken by the installment con- 
tracts committee of Assn. of Better 
Business Bureaus. The committee has 
been making an examination of con- 
ditions over the past several months, 
and the results have prompted the na- 
tionwide fact finding activity. 

All bureaus are being requested to 
participate in the study. Time pay. 


ment buyers .will be asked to examine 


their papers on transactions within 
the past year and to report any ap- 
parent irregularities to their bureau 
for investigation. This will determine 
whether the coverage was included 
with or without the purchaser’s know- 
ledge and consent and whether or not 
premium charges were _ separately 
listed so that the customer could de- 
termine the cost of protection. 

All cases will be summarized on 
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uniform reporting forms and _for- 
warded to the installment contracts 
committee for study and evaluation. 
If the findings warrant, a summary 
report will be prepared for release to 
credit insurers, auto finance compan- 
ies and banking and insurance au- 
thorities. 

There is no question of the import- 
ance or desirability of credit insur- 
ance, Victor H. Hyborg, president of 
the association said. As properly sold 
by many companies, it is needed pro- 
tection against outstanding debts. 
However, where it has been im- 
properly sold, it is believed that it 
has been used as a tool for gouging 
the public. Information on this subject 
will be available, following the study, 
for whatever corrective measures can 
be taken. 


lowa A&H Men Elect Slotten 


Rollie Slotten, Inter-State Assur- 
ance, has been elected president of 
lowa Assn. of A&H Underwriters. The 
producers, who met in Des Moines, 
elected DeWayne Ehlert secretary- 
treasurer. 

Speakers at the meeting were Bruce 
Gifford, managing director of the In- 
ternational association; E. E. Ballard, 
oresident of All American Life & Cas- 
ualty, and W. Clement Stone, president 
of Combined of Chicago. 


John Hancock First Quarter Group 
Sales Are $162 Million, Up 84.4% 

Group sales of John Hancock in the 
first quarter were $162 million, an in- 
crease of 84.4%. Sales of monthly deb- 
it ordinary gained 35.3%, and total 
combined ordinary sales of $532 mil- 
lion were down 14%. Weekly indus- 
trial sales were up 3.9% to $52 mil- 
lion. 


LIFE INSURANCE EDITION 


EASTERN ROUND TABLE 


Business Faces Two 
Major Challenges, 
Groel Tells Ad Men 


NEW YORK—Having fallen short of 
today’s goals by providing only about 
$9;300 of protec- 
tion per family, “it 
is as plain as the 
nose on your face 
that we must re- 
double our efforts 
if we are to attain 
tomorrow’s objec- 
tive,” said Fred- 
erick H. Groel, 
vice-president and 
secretary of Pru- 
dential, at the 
Eastern Round Ta- 
ble meeting of Life 
Insurance Advertisers Assn. 

“I’ve heard it estimated that family 
coverage will average $16,500 in an- 
other 10 years,” he said. “That pre- 
supposes a slightly better ratio of in- 
surance to family income than today’s. 
But I doubt if that will be enough, in 
view of the steadily increasing value 
that is being placed on the life of a 
wage earner and the constantly rising 
standard of living we are demanding 
for all our citizens. 


Doubts $16,500 Will Suffice 

“I venture to guess that if we do no 
better than that $16,500 figure, we or 
our successors will meet at the 1969 
round table and admit that our job 
was only half done.” 

Discussing government competition, 
Mr. Groel said the only way to keep 
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the government from going any further 
into the insurance business is for the 
private companies to try to solve the 
problems and provide the coverages 
wherever possible. He admitted this is 
especially difficult in the A&S field, 
where both England and Canada have 
established precedents for government 
coverage, but he expressed gratifica- 
tion that more companies are providing 
standard A&S coverages and experi- 
menting with newer ones, such as 
hospitalization for persons over age 65. 


LAA Skills Will Be Needed 


Mr. Groel said that in the battle to 
fend off government encroachment 
“your communication skills and crea- 
tive talents will be needed by. our 
industry more than has ever been the 
case in the entire 25 year history of 
the Life Advertisers Assn. 

“We will need a better, and more 
extensive advertising job,” he said. 
“We will need a sharper set of sales 
promotion selling tools for our field 
force. Our employe communications 
will have to be more direct, faster, 
better organized. A more creative and 
consistent publicity effort will be nec- 

(CONTINUED ON PAGE 24) 


EQUITABLE VIEW: 


Cash Value Curbs 
May Prove Broader 
Than Was Intended 


Equitable Society’s position, stated 
at the New York department’s min- 
imum deposit hearing by Walter Klem, 
senior vice-president and chief actuary, 
was one of sympathy with the objec- 
tives of the proposed regulation but 
he wondered whether the first section 
of the regulation, dealing with policies 
providing earlier and higher cash val- 
ues than the general run of the com- 
pany’s policies, might not be construed 
to have broader effect than was in- 
tended, 

“To illustrate,” he said, “on Jan. 1, 
1959, the society adopted a graded 
premium system for all plans of insur- 
ance. Under this system, we have given 
recognition to the fact that the lower 
unit expense rates incurred by our 
so-called R-10 class of policies (those 

(CONTINUED ON PAGE 24) 
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The Standard Life earns its profit on the sale of life insurance—yet we feel 
that mutual funds can actually make our salesmen more efficient in their 


It's not the salesman’s fault that inflation has eaten into the dollar—nor 
is he to be blamed for the fact that the public is more and more thinking in 
terms of equities when buying a retirement income program. 

Therefore, we are equipping our representatives with mutual funds so 
that they can fulfill all the needs of their clients. No one can point an accus- 
ing finger at our modern salesman, for he is in an impartial position to advise 
his prospect on both life insurance and mutual funds. 

It has been proven to us in the last few years that our modern salesmen 
have actually sold more life insurance (not term or any of the cheap stuff) 
because they can sell a mutual fund and thus give sincere advice to com- 


There are already too many black eyes in the current life insurance- 
mutual fund fight to ever declare a real winner. If you want to sell and earn 
an excellent income while others fight—then write us immediately. 


H. J. NOEL, Agency Vice-President 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona California - Delaware + Florida + Georgia 
Illinois « Indiana « Kentucky » Maine » Maryland « Massachusetts » Michigan » Missouri « New Hampshire 
New Mexico « Ohio ¢ Pennsyivania ¢ Tennessee « 


Utah + Virginia » West Virginia - D. of C. + Hawaii 
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Editorial Comment 


Extraterritoriality Gets Rebutfed 


Life company executives long ac- 
customed to the hobbles of New 
York’s extraterritorial insurance laws 
should be gratified at learning that the 
Empire State has had to back off in 
another kind of attempt to overreach 
its borders and that it was a life com- 
pany that was involved in the incident. 

On April 1, the New York income 
tax’s withholding provisions were ex- 
tended to all employed taxpayers who 
either work or live in New York state. 
This required Prudential to withhold 
taxes on some 100 of its New Jersey 
employes who lived in New York state. 

But Prudential was then informed by 
the New Jersey attorney-general’s of- 
fice that such withholding was con- 
trary to New Jersey law. Fortunately, 
extrication from the rope’s role in this 
threatened interstate tug-of-war was 
easier, faster and more decisive than 
where the insurance law has been in- 
volved. 

New York tried to get New Jersey 
to amend its law to permit withholding 
on New York residents working in 
New Jersey. But the request got no- 
where. A large part of the reason for 
the turn-down appears to have been 
the current campaign of the New Jer- 
sey and Connecticut governors to make 
New York stop discriminating against 
non-residents in the imposition of its 
income tax. For example, non-resi- 
dents are not allowed as liberal ex- 
emptions as New Yorkers are. 

But the outcome was that New York 
decided against going to court about its 
“right” to force out-of-state employers 
to withhold on New Yorkers they em- 
ploy outside New York state. Instead, 
the tax commission issued a ruling 
that withholding in such situations 
would not be required if it were con- 
trary to the law cf the employer’s 
state. 

The extraterritoriality of much of 
New York’s insurance law is so arro- 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, April 21, 1959 






























Bid Asked 
Aetna Life 245 250 
Beneficial Standard .............cecsseeeeee 13% 14% 
Business Men’s Assurance 40 41% 
Cal.-Western States ............... 102 106 
Commonwealth Life ....... 24 25 
Connecticut General ........ 370 377 
Continental Assurance... 139 142 
Franklin Life 88 91 
Great Southern Life 2.0.0.0... 85 88 
Gulf Life 24% 25% 
Jefferson Standard .........cccccsssscvsseses 92 95 
Kansas City Life ........... 1590 1620 
Liberty National Life 4742 49 
Life & Casualty ........... 21% 22% 
Life of Virginia ........... 53 55 
. Lincoln National Life .... 219 223 
National L. 8 A. ...cceee 114 117 
North American, Tl. cccccsccescsescsssees 16% 17% 
Nw. National Life 2.........ccccsessseeve 99 103 
QInIO State LhlO cncccccccorcccccccccsscicersssese. 295 315 
Old Line Life 66 
Republic National Life .................. 74% 76% 
Southland Life ...................... 137 142 
Southwestern Life .. 146 152 
Travelers 89 91 
United, I. 42 43% 
U. S. Life 47 49 
Washington National .0..0....cccccscse 61 66 


Wisconsin National Life 


gant that it is gratifying to see the 
state have to back down in an equally 
arrogant attempt to legislate beyond 
its borders in an area not connected 
with insurance law. 

It would be pleasant to comment that 
maybe New Jersey’s refusal to permit 
its employers to do New York’s tax- 
collecting job on New Yorkers who 
work in New Jersey gives hope for 
similar resistance on the insurance- 
law front. Unfortunately, a good many 
affected insurers would probably be 
put, at least for a time, in a tougher 
spot than they are now in, if other 
states were to start pushing back the 
over-long tentacles of the New York 
law. But maybe there’ll come a day.— 
R.B.M. 





Personals 


H. Bruce Palmer, president of Mu- 
tual Benefit Life, will preside at an 
organization workshop on _ practical 
politics at the annual meeting of the 
U. S. Chamber of Commerce in Wash- 
ington, D. C., April 28. 

Francis J. O’Brien, vice-president 
and director of sales promotion Frank- 
lin Life, has been reelected president 
of Sangamon County (Ill.) Tuberculo- 
sis Assn. 





Deaths 


HERBERT W. VOORHEES, 57, presi- 
dent of Farm Family Life, died at 
Middlesex (N. J.) General Hospital 
following an automobile accident. Mr. 
Voorhees, one of the leading organizers 
of the New Jersey Farm movement, 
was also president of the New Jersey 
Farm Bureau and a director of Amer- 
ican Farm Bureau Federation. 


MRS. MARTHA B. COSTELLO, 81, 
a veteran agent of Equitable Society 
at Cincinnati, died at Dayton. Mrs. 
Costello had been with Equitable since 
1903. She was active in life insurance 
sales until her 80th year. 


EDWARD W. MARSHALL, 70, who 
retired five years ago as vice-president 
and actuary of Provident Mutual Life, 
died in Philadelphia. He was a past 
president of Acturial Society of Amer- 
ica, predecessor of Society of Actuaries, 
and was corresponding member for the 
United States of Institute of Actuaries 
of Great Britain. He had served as 
chairman of the actuarial advisory com- 
mittee of the Veterans Administration. 
He was the author of many papers on 
actuarial subjects. 


To Fete Garfunkel 
At United Jewish 
Appeal Luncheon 


NEW YORK—Jack D. Garfunkel, 
Mutual Benefit Life agent, will be 
honored by others in the life insurance 
business at the annual luncheon of 
the life insurance division of the 
United Jewish Appeal of Greater New 
York May 7 at the Biltmore Hotel. He 
was chairman of the last two UJA 
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drives of the division. 

This year’s chairman is Samuel D. 
Rosan, general agent Continental As- 
surance. Associate chairman is Louis 
Loft, associate manager Oshin agency 
of Home Life of New York. Honorary 
chairmen are Maurice Linder, general 
agent Travelers, Clarence Oshin, man- 
ager Home Life, and David Marks Jr., 
general agent New England Life. 

Mobilization chairmen, who will or- 
ganize the drive, are Shelley S. Goren, 
Mutual of New York, and Bernard A. 
Haas, general agent Manhattan Life. 

There is a non-sectarian committee, 
composed of non-Jews. Its co-chair- 
men are Sam P. Davis, manager Phoe- 
nix Mutual, M. J. Denda, resident vice- 
president of Union Mutual, Timothy 
W. Foley, director of brokerage sales 
of the 370 Lexington Avenue agency 
of State Mutual Life, and two unaf- 
filiated agents, C. Lamont Post and 
Harold C. Rose. 

The national goal is $100 million, of 
which $30 million has been pledged by 
Greater New York. The drive is to ob- 
tain money to bring refugees from 
Rumania, who are emigrating at the 
rate of about 10,000 a month. Settle- 
ment of taxes, transportation, rehabil- 
itation, and the teaching of new skills 
averages about $2,000 per person. 


Stresses Disability 


Provision For Buy-Out 


Among those of a typical age for 
business partners or close corporation 
shareholders who are disabled for 
three years, only 77.8% will recover 
by the end of seven years, William 
Harmelin, Continental Assurance, New 
York, told the company’s President’s 
Club meeting at Hollywood-by-the- 
Sea, Fla. 

Taking his figures from the 1930- 
50 Disability Study, he stressed the 
need for a disability provision in the 
business buy-out agreement, labelling 
it a “far more primary need” than 
the common death buy-out clause. 

“Disability is more frequent in oc- 
currence than death even through age 
50,” Mr. Harmelin reported. “At age 
30, the chance of disability is 2.7 to 
each one chance of death; at 40, it is 
2.3 to one, and at age 50, 2 to 1. 

Further, the man who recovers from 
such a disability is more likely to suf- 
fer another than is the man with no 
previous medical history.” 

He pointed out that the smaller the 
business, the more drastic the effect 
of the disability of a part-owner who 
is also a key man. “According to the 
Department of Commerce,” he said, 
“20% of the businesses in the country 
employ from four to seven people. 
Thus for 80%, the disability of a part- 
owner represents a 1214 to 25% loss 
of manpower—or, to put it another 
way, it means that the firm is sad- 
dled with a burden of 1214 to 25% 
deadwood which, in lieu of any agree- 
ment in the buy-and-sell agreement, 
will expect to continue drawing its 
share of the earnings. Few small—or 
large—firms can hope to survive with 
such a millstone around their necks.” 

Presenting the problem of a healthy 
part-owner or owners,* Mr. Harmelin 
also stressed the poor bargaining po- 
sition in which a disabled part-owner 
is placed if there is no provision for 
buy-out. “When, as is inevitable, the 
healthy part-owners decide they must 
get rid of the burden of a disabled as- 
sociate or see the company perish, can 
the disabled man have as much bar- 
gaining power as he would have had 
had the arrangements been made in 
an agreement developed prior to his 
disability?” he asked. 
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A&S Under wr iting gd rs he — ; ys nite ad. insurance in force more than it did in 
New agents being trained to sell | The training technique to convert a ; ; its first 42 years of operation. ‘ 
ational st also be trained in sound life agent to an A&S man, and estab- Western & Southern Life has pur- 
nper ef A&S _ iti : ‘ "3 lishing an understanding of personal chased all the stock of United Life of 
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— in photo, from left, are Mr. Pritchard; Lloyd Lafot, New York Life, 
pper with Angeles, and Mr. Young. Mr. Lafot is standing next to the Will G. Farrell 
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Sayler Tells LIAMA | 766 Life Companies Are Ranked by Total | In F 
(CONTINUED FROM PAGE 2) 

Why, Where, How Of a} nehtle 

Insurance | Insurance 41! 
Disability Cover 266 Bankers H. & L., G as se “se i 

anker: ; . Ga. 121, | 

. eae . . ae eae tee ie ERAT 78,780,221 372 Empl. Mut. Ben. Assn., Minn. .............00 **51,568,059 48% 

Disability insurance—why it is sold,| 96, American Heritage **110,108,415 373 Rushmore Mutual, S. D. ; 48 
where its market is and how it should 268 American Empire, 2 AENEID TE ** 109,926,508 374 Saceeive Life, N. J. »798, ‘i 

“ neg . nion e, a. **109,623,349 seessssencsesessoesessorsnss 
be sold—was described by John W. TQUStet Al escsssereosieernsscorenric 82,910,236 375 Mohawk Life, Del. 486 
Sayler, vice-president Business Men’s| 270 La Solidarite, Canada **109,292,410 376 Rural Security, Wis. 50,223,019 ff 487 
Assurance, at LIAMA’s annual A&S| 27! Universal Life, ‘Tenn. — | * Mndustlal ee Sse | OS 
ibe ee f EIMGUSTPIAL —oceesescessesserenve aeeeeee 316, 
meeting at Chicago. 272 Pioneer L. & C., Ala **108,043,098 378 continental Amer., Tex. 490 

‘ : : sys : 273 Cc Ith L. & ‘A. “Mc **107,696,5' ndustr eeevereveesozeseeseeeeeesees 491 

I happen to believe disability in- — . 7 | 3 First United, ind. 
come protection is as important as life} 274 Co-Operative, Canada **107,153,758 ey par a as. yom 492 
: 275 Fidelity Bankers, Va... **106,979,637 n e, . 
insurance because both serve the/ 276 Natl. Farmers Union, Colo. ”  ##106,736,546 382 Surety Life, Utah 493 
same purpose—the continuance of in-| 277 Natl. Public Service, Wash. ** 105,688,045 383 = fe Life, La. aaa 48,646,144 494 

” s “ 5 278 Western Natl., Tex. **104,934,365 ndus rial scesessssesessenseseeseesese ’ ’ 
come,” he said. “A disabled person, | 275 Northwestern, Wash. **104.706,029 384 Natl. St d, Fla. **48,554,815 495 
unable to earn income, is economically 280 Dominion of Canada dey oe, ee **104,702,632 we a Senn 33,048,828 ani 6 
-States, a. 104, iy on eeteneeeereeessenreneneeesesenssenes 
dead but nevertheless, the eternal pod oes ay oolgeeee ary 386 ucait’ Lenn. Gok eea7'gapin I 8 
problem of life goes on. 283 Century Life, Texas .  **102,031,718 387 Plymouth Mut. Life, Pa. w.ceccessssssesseesseneesnee **47, 499 
More and more employers are con-| 284 Pioneer American, Tex. **101,423,009 388 United Security, Ia. **47,438 719 500 
tinui thei 1 9 lari ft 285 Girard Life, Tex. **100, "796, 931 389 Guardian Unds., wa nasteansieieses heate(saseanseser teers 47,326,310 
inuing eir employes sa arles or al 286 Chicago Metro. Mut., Il 99,557,898 390 Public Savings, ‘sc 47,264,061 501 
limited period, but there still remains Industrial ..... 8 Industrial  ....cccccssosssesessessereee 41,560,480 a 502 
: 287 Pioneer Mutual, N. Dz cece , 99,447,087 391 General Life, Wash. 47,067,443 
unprotected a total life value of more] 93 Piedmont Life, Ga. **98'386,468 392 Superior Life, Pa. *46,739,142 § 503 
than $4 trillion and an average in- 4 a Life Mut. ‘aii Canada ppd 393 a eal Life, Fla. —o 45,338,852 e 
aad ogressiv: * ee ‘ 149, socageeccenscvcossoceceee 997, 
dividual value of more than $65,000. _ oo so taeda nanan 394 Federated Security, Utah ue 945,314,603 508 
“We can provide protection for the} 291 United American, Colo. screen **93,681,517 395 PAIRS csssctseesesssssasiassoresiecd sass 897,370 & 
employes to begin when their salary| * gabon |e i ee jatonen | 
continuation plans terminate. Here we} 293 North Central, Minn. ww. _ #*91,962,997 397 Cent. States H. & A., Neb. - $44,507,880 
, : 398 ‘osm ‘ 1. **44,434 997 
have a vast market, and now is the time} ™* a Ser ae harem ™ ™ 
to take care of it. 4 Mid-Continent sate, MIR, csintinsrsrcecinneh *°91,861,133 = Lae e of America, we ‘ne 51 

s Farm Family, N. ,»474, merican Home, nsa 
_ “We find a market of almost 63 mil-| 99; Caisse Nationale d'Economie cscs *°91,126,281 401 Trans-American, Tex. .....cssssssscvsssssessnsssseee 44,068,009 | 512 
lion people employed, with only 32 mil- 208 East Coast Life, s. C. 90,387,049 402 Consumers, Life, Mo. By als 
Y 4 17 niversa. o9 CH. cccccccccccceccccocsocscsosecces R 9 uaranty e, ex. » 
lion owning some form of. disability Industrial 73,090,041 404 Ranchers Life, Tex. ©°49'393.9% | 515 
income. This means there are more 300 Western States, “FT Is RE 0.507.063 405 Sunse et Life, Wash. em aig 

si M exas e merican, oO. A 
than 30 million prime prospects for} 39) National Home, Mo. *°87,001,835 Industrial .csssescsecccoe 365,970 518 
new coverage and 32 million policy- mm contest oes a a alia a ad Survivence,, Caneda cesaes saitiiececanetteeres flame 519 
£ $ s olumbian Mut., N. Y. **85,822,255 urc! e fo ee is 
holders who, in all likelihood, need Industrial ...cessscusueune 65,477,378 409 Family Security, S. G. eee °+40'9983m2 | 520 
additional coverage,” Mr. Sayler said.| 304 Life | of Alabama aoNT **85,776,333 ‘ waesttial carn 17,322,509 oomailll al 
| | an 4,042,1 10 er’ e, , 
He urged A&S men to look for ways} 395 Commercial & Industrial, Tex. vmomn **85,669,449 41 State Mutual, Ga. #°40,729,911 
to offer better and modern service to 308 National American, La. cceccccrersscsssscsssssscseseeseee 85,288,000 re een 11,058,962 compel 2 
j aes Farm Bureau, Mich, **84,929,336 412 Secur e, a. 489, 
all the people. The best possible an 308 Commercial, Canada **82,672,175 Industrial — ......cscccssesee adectoascs 36,702,083 ? 
swer to those who propose health in- 308 Amalgamated Labor, BW or ack BRIS wae wees 413 National Farm, Tex, 0.414.611 = 
5 i 0 ationa quity, Ark. ,839,: 4 merican Income, iS ep sausbaousabbvdapecoraseoveovecss 
surance provided by the government} 37; American Founders, Tex. ...................... °981'323,441 415 United Pacific, Wash. .....cccccecee **39/835,370 | 327 
is the expansion and acceptance of 312 Guar. Savings, Ala. 80,992,360 416 Magnolia, Life, I La. re 39,4485 | 
j 31 Praetorian utual 858, ndustr: o eceseeensense ,094, 
voluntary health insurance. 314 Kansas Farm Life... are $278,048, 058 417 Continental Serv. i Oe te con caces 2739.00, i 
1 utuelle—Vie de eee *7 8,831 418 's' ation. 
Agents Should Own Coverage 316 National Bankers, Tex. a 419 International Service, TeX. secs #38 '989,734 531 
oH somes aca ame ga BR : 420 fe aren ge nag aga eedsckcksictincsvctentoriaciees oan 177 532 
“ ankers Service, NE doesn aiicinaisacsolecsnasebioboenegie % 421 ac n e, . 

Mr. Sayler suggested that perhaps 319 State Reserve, Tex. 422 Maryland Life 38,553,954 533 

we don’t sell more disability income 320 Western Farm Bureau, COLO. csnsecceees ae *°73,943,153 423 Central. Plains, FEANSAS errr 78 1084 ms 
i had 1 UE Bing ERE COP: <taseisacsovececccussanantnnnece **72,671,377 424 Pro ive urity, = ua a 

because, first and foremost, our sales-| 2°) Girardian, ‘Texas **72,166.176 425 Southern Provident, Tex. 37,801,808 | 336 

men aren’t — on the service it eee 323 United Life, : Fla. re 71,677,441 426 Booker 'T. Washington Sonar ee 37,797,809 = 

P. i ood i oo eee 40846 .j| = = f —  — FERGRBEE BAT  .cccccsccscsccsscescsccccssese 425, 

erhaps it wou d be &9 idea ae 324 Alt... Aga’, Ts Be Cig ENB ocneisiessccsasoscoteameestens **71,275,810 427 Time Life, Texas 37,382,129 

= - to find _ just pind much dis-| 325 California Life **68,802,627 428 Washington Life, La. procs - 

ability protec ion our salesmen own, ustria sibssgocsepseunigaionanens 429 u ” ° . 

: 326 Commercial Life, ATrizZ. cscecsessseseseeee 68,026,009 430 Great Fidelity, Ind. *936,815,118 § | 
for if aor - safc a able to sell 327 Prof. & Bus. Men's, oS GRD 957,176,084 431 Farm Bureau, Mo. : poe be 
themselves, i unli h the n anadian Premier 995, 432 urity, Texas 5 
4 - im . it's ely that 7 329 Miamnmoth 1... Be. Ass TEs cevccacssccscssoninsapsbesovoccee 66,036,233 433 Eureka Life, Tex. **36,602,381 ‘ 
sell anyone. EERE Ae 53,552,249 434 Mercantile Security, bapa SA cia isectlipeacaxtonies $*36,594,117 9 513 

“Once our salesmen are sold and| 330 Old Dominion, Va. **65,581,974 435 Producers Life, .  *# 36,407,598 

ear Industrial cissscssscsssssssssssseesee : 41,953,017 436 Central American, 544 
own adequate disability coverage, — 331 Nebraska National , *85.209,622 437 State National , La. a Re is 
wil e j onvinci eir | 332 Fidelity e, Canada ..... **65,188, 4 ation urity, Bi. sessseseen eecsevscscessensesscoreres , 

1 do pe b a job of ¢ ; a t 333 United American, Ga. **65,095,795 Industrial cesccssecue.. : 19,456,901 et 
——, oat need “i t “ aes 334 Maritime Lite, (Canada “764. 111, aia 439 Independence L& A, ee *°36,173,02 J 2 
tection, e poin out. “But they do raltar e, Tex. 7 csbieacaummnestateskepseston ’ 

: 336 Inter-Ocean, Ohi 963, 205, 051 440 Richmond Life, Va. #*36,130,089 fF 550 
need help. If we are agreed that dis- “Industrial”... pthc ase 28,279,163 441 Austin Life, Texas 36,129.06 J $1 
ability protection and life insurance a Tennessee | Credit Lite” sas ocbiasckaeenassscseed =e 163,364,781 4a American a oo ge eters cssaieaee “a 

eps , Ca 986, reat Commonwe ‘ex. - ; 
come within the common framework | 339 t—a, <x... eo  #8g2/564,545 444 Insurance City, Conn. ........ 2035,214041 553 
of income continuance, then doesn’t} 340 Seek _ Mutual suai its 61,912,669 1s aenenees — a. oe ce 535 
. ry TLGUSTIIAL —aecceccccccccccccecesceces orace ann e, le eceee: oo Ny 
it logically follow they should be pre-| 34 Rie te Be. CBs coccinea **61,420,125 447 Southern Provident, _ganineneasccannansnt% #349381 556 
sented to the prospective buyer within; 342 Home Mutual, Md. oe 61,352,123 448 muy © A - ep A. Pir 557 
aR ees \! . 449 ‘arm ome, 4 I 
a common framework .. . one sales/ 343 Bankers Mutual, Il. 61,331,267 450 Victory Mutual, Ill. 934,615,790 9 58 
presentation, one policy package, a sin-| 344 Provilient Asmur.. CAMadar crrccecrseorsee ee 61,239,196 nooo —— 496 sega srram | 558 
; ; : MAUStrial ——recscssesseseseeee 451 Grou e: ut., hs: ° ics cackarincnaesqeaptszetone 
gle application blank, one premium] 345 Loyal Protective, Mass **61,087,677 452 Coastal Plain, N. C. 234,143,108 | 50 
notice or preauthorized check, etc.? | 346 International Fidelity, T **60,316,700 Industrial fs 562 
I believe it does.” 347 National L. & C., Ariz. 60,109,256 453 Life Protection, T $33,126,899 563 
. : 348 Pierce Ins., Cal. +**59,741,997 454 Interstate Life, N. J. * 32,558,798 
Mr. Sayler said his company pack- Paid cyindustrial 5 $2,319,685 auiaians 455 Acme United, Ga. = aaa 564 
s “ ry ade e, 293, 4 uarantee Reserve, In . 
ages life and A&S. “We think of both | 35) Pyramid Life, Kansas #*59,225,153 457 Old American, Wash. 072435 5% 
of them as income protection . . . The 351 United Home, Lite, DS noses es aan 458 Philanthropic “Mut., Pa. ee 566 
Philadelphia-Un **58,193. 459 Sentinel Life, Tex. y 
results of our efforts to have our men Industrial 45,075,671 460 Life of Alberta, Canada .. 2931,425,041 Fs, 
sell the full line—life and disability | 353 Great Lakes M **58,055,048 461 Columbian aatual, Tenn. : por 568 
‘ ndustria 462 Tidelan e > 304,405 
depends, however, on the answer] 5., Skyland Life, **57,711,003 463 Zurich Life ... esi igan | 
to two important questions: How do i entastial : 36,055,146 naiiaiaies 464 United | Mutual, N. Y Be tas 31,089, Fs.) 
; 9 ationa luca 067, ndu: 37 
we train our new man? How easy do| 355 Great Northwest, ‘Wash. ¢*56,968,277 465 Continental L. #031,068412 | 5) 
we make it for him to sell the full] 357 Home Owners, Fla. **56,506,316 Industrial 513 
line?” 38 Mid-American, Tex. 56,238,500 466 Provident In ##30,914,9% 
. ; ‘ ‘ontinental, Texas **55,713,081 Industr: by 
ware —e for selling life and 300 Consolidated General, Tex. ceecccccsecssssssseesssenees 1°56 aesa8 467 Acme Life, La 30,608,088 ms 
isability must be continuous and can- exas Reserve 089, see 1,600 
362 Bankers Union, Colo. 55,074,225 468 Amer. Foundation, 3 sss S 30,601, 317 
not be aeene’ Pa cater of sone 363 Calhoun Life, 'S. C ageecas **88,008,932 469 Delta Life, La. a ag 30,586,001 me 
or i e salesmen wi ustria’ soeeee 206, 924, ; 
a ao % mi eaggre 1 do} 364 Pilgrim H. & 54,601,615 470 °#30,582,29 
w wet “eet - pug taught and nit pindustrial govegaegenenen 39,767,293 ite 48,009 so asst | 2° 
train o do. We must, however, con- co) utual, Neb. 825,549 471 Globe Life & ‘Acc., OIL. eemnenenetnrree, go | 
: : 366 Protective Life, Neb. **53,404,305 472 Service Ins.. of coe, £30,216408 Figo 
sistently follow up, stressing the real 367 Savings Bank, Conn. **53, 260,213 473 Old National, Ae ay 4 $30,003,283 383 
sales advantage of the accident and = —. Life, Be 3 ney = ae Mutual, a 0090 45058 4 
an oast, S. C. , estern WE ATAINCL 5 Sossecssscnvneesonesoupssrsesionsss , 
health approach to the prospect and Industrial checscewcuseene 81,692,740 476 Conger | Lite,’ eee. #929, 63,98 Tyg 
how this paves the way to future life _ oo > = ~ ; ep 460,814 Industrial, «:-.....6.j.00.ceceien oasesb, 25,559,572 29,181471 4 
insurance sales,” he declared. Industrial RT seseiiot | | am Fanduitee Becinily, ex eos 
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Total 
Insurance 
In Po. 


751,508 
351 atta 
798,254 


**50,244,389 
50,223,010 
50,106,792 


**50,061,167 


**49,780,143 
#*49,474, 2770 
**49, 005,702 
#*48, ‘916, 703 

48,646,144 


** 48,554,815 


**47,067,448 
*46,739,142 
45,338,852 


**45,314,623 
44,897,370 
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SSSRSBREZ SBABHS ABSS SBSH BAF 2BSSAZE SH BZHFR ZABESSEEE FE SE EB SHSRSR BeSBS BBR KBE 


Union Life, 
Citizens Life, N. Y. 
Stonewall Jackson, La. 
Universal L. & A., Okla. 
Cherokee Credit, Ga. 
American Investors, 
Southern Natl., La. 
MIMENETINE cgcctaasaceisvocescocicose 
Citizens Home, Va. 
Southwest Reserve, Tex. 
Loyal American, Ala. 
American Bankers, Tex. 
Union Security, Ga. 
Harrison Natl. Life 
Federal Old Line, Wash. 
Industrial 
Surety Life, S. C. 
Industrial 
Suwannee Life, Fla. 
Charlotte Liberty Mut., 
PRIGUIBEEIAR  ccscccccccccscescoeseceeese 
Reliance Life of Ga. 
First American, Tex. 
Global Life, Canada 
Lee National, La. .... 
Life of Ky. 
Domestic L. & A., Ky. 
Industrial 
Bankers Trust, Ariz. 
Southern Natl., Ark. 
Industrial oo. eeeseeeee 
United Founders, Okla. 
National Investors, Ark. 
Associates Life, Ind. ......... 
Natl. Life of Amer., 4 
Fireside Commercial, La. 
Hawaiian Life, Hawaii 
Georgia Life & Health oo... cccccssesseseceseees 





Canada 
Y 


Tex. 






































22,226,819 








22,738,537 








| | AEE 1,404,826 
Independent Life, Md. oo... cccceeseeeeeeees 
TRAIT sccceccsnsscceccsacesonceseee 14,764,285 





Detroit Metro. Mut., 
Industrial 
Life Compani 
New South Life, Ss. c. 
Southeastern Life, Miss. 
All States, Texas 
American Home, S. C. 
George Washington, W. Va. 
Life of North Carolina 
Western Life, Mo. 
Industrial — ..cccsssssssseeesssseeeees 
Great Southwest, Tex. 
Citizens Natl., Ind. 
Automotive, La. 
Industrial 
Tennessee Valley, Tenn. 
Central Life, Fla. 
IIE eitntieeieninen 
Great American, Kansas 
Treasure State, Mont. 
Central State, La. 
TRRGUIBEEIA — aacsecncccicccscccccesencece 
Self Help Mut., IIl. 
American Buyers, Ariz. 
Amer. Guaranty,.N. C. .. 
University Natl. Life, Ok 

Textile Gen., S. C. 
Industrial 
Continental Equity, La. aie 
Manhattan Mutual, Kansas ........0.....ccseeee 
Valley Forge, Pa. 
Southwest Amer., Tex. 
Northern Founders, N. D. 
Industrial Life, Pa. 
TRIGAIBEEEAL onc ccesscccesescsscinsecesseee 
Rabenhorst Ind. Life, La. 
International Life, Tex. .. 
Industrial 
Capital Reserve Life, Mo. 
Life of Louisiana 


24,402,000 































































TRAGUIBEEIBD —cceseccsccccessesssesssees 3,504,443 
Peoples Protec., Temm. o....ccccccccccscsseesseeseeeeees 
Industrial sine 


12,534,474 





General Life, Ark. 
Wabash Life, Ind. 
Protective Life, Ill. 
Audubon Life, La. 
Midwestern Security, Tex. 
Cotton States L. & H., Ga. 
West. Repub. & Plymouth Life . 
Emergency Aid, Ala. 
Industrial oo... 
Grand Pacific, Hawaii 
Cumberland Life, Ind. 
Guaranty Life, Fla. 
Atlantic Southern, P. R. 
Industrial 
Independent Life, Ark. 
Employers Life, Ala. ... 
Industrial — rsescssccssssessseseseeeaee 
Central Life, N. C. 
Western Empire, Utah 
Key Life, Mo. 
North Atlantic, N. J. 
Louisiana Life, La. 
Industrial  w.ccscsseseessceseeee 
Alabama L. & C. 
Greater Mississippi Life 
Industrial oo. 
Great States Mut., Ill. . 
MERU Sovscsccesievsscesesiceesee 
Ins. Co. of Oregon 
Columbia General, Tex. 
Capitol Co-Operative, Colo. 
TRdUastedal, ...cccsccsssssoscsscscsossesoves 
Southern National, Tex. 
Great Southwest, "Ariz. 
Kanawha Ins., s. 
United Security, Ala. 
Industrial o....cscessseeees 
Consumers Credit, ~_, 
Lincoln Mut. L. & C., 
Home Security, Okla. 
Fidelity Standard, La. 
Unity Life, Tenn. 
Standard Life, La. 
Industrial 















































16,560,771 








366,009 



































Total 
Insurance 
In Force 


29,037,580 
**28,975,225 
* 28,567,232 

28,464,551 
**28,415,916 
**28,397,348 

28,179,230 


*27,838,291 
**27,728,156 
**27,708,475 

27,562,493 
**27,547,932 
27,345,613 
27,271,538 


**27,166,312 


*27,137,979 
27,137,810 


**27,074,394 
27,023,872 
**26,909,854 
**26,660,665 
26,409,520 
26,226,819 


26,161,679 
26,103,156 


**26,002,490 
**25,901,725 
**25,694,469 
25,625,833 
*25,389,330 
**25,327,791 
**24,916,550 


**24,904,838 
24,900,000 


24,835,830 
24,653,000 
**24,638,357 
24,397,500 
*24,299,213 
24,047,781 
**23,987,363 
**23,836,661 


23,785,542 
23,780,937 
23,715,665 


**23,293,117 
23,280,418 


23,268,570 
23,202,973 
23,015,756 


22,988,198 
**22,876,958 
22,699,677 
**22,588,150 
**22,518,372 


**22,466,421 
22,382,706 
**22,253,858 
**22,078,773 
**21,924,353 
21,722,424 


+*21,613,782 
**21,586,120 


21,452,112 
21,439,005 


**21,424,728 


21,347,418 
#21,331,796 
21,123,575 
**20,969,890 
**20,960,809 
+**20,782,443 
**20,772,201 
+**20,729,520 
20,714,508 


**20,682,065 


20, 294, 726 


20,232,175 
**19, 763,319 


19,431,905 
19,123,530 
19,123,353 
719,097,414 
**19,081,880 


+**19,033,500 
19,033,174 


**18,993,159 


18,937,391 
**18,884,192 
18,824,435 


18,764,371 

** 18,695,607 
**18,691,000 
18,371,061 


18,247,495 
17,870,786 
17,847,538 
17,801,746 
*17,491,148 
17,476,336 


+**17,461,311 
17,420,530 
17,392,271 
*17,389,438 
**17,219,079 
*17,199,414 
17,172,043 
**17,168,941 
*17,132,556 
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State National, Mo. 
Christian Mut., N. H. 
Great Plains, Tex. 
Cardinal Life, Ky. 
Pacific Western, Utahr o......ccccccccccscsseseeeeeeeeees 
Gulf Union, La. 
Old Faithful, Wyo. 
Carolina Home, N. C. 
Seaboard Life, Fla. 
Great Lakes, Il. 
Modern Pioneers, Ariz. 
Western Bankers, Utah .. 
Western Reserve, Colo. 
Mothe Life, La. 
State Life, S. C. 
National Union Life, Ala. 
Investors Natl., Ind. 
Sam Houston, Tex. 
Amer. Capitol, Tex. 
Atlantic National, Ala. 
Sovereign States, Tenn. 
Western General, Tex. 
First Colony, Va. 
Howard Life, 
First Continental L. & A. 
United Security, La. 
Consumers National, Ind. 
Asso. Funeral Dir., La. . 
National Western, Colo. 
Maine Fidelity 
American Liberty, Miss. 
Northland Life, Minn. 
Public foe Pa. 
Amer. Life, N. Y. 
East Coast Life, Pa. 
Virginia Mut. Benefit 
Industrial 
Key Ins., 
Family Life, Canada 
Life Underwriters, La. 
United Service, Ala. 
Industrial __..... 
Charter National, 
Winston Mutual, N. Cc. 
TRRGAMUPE  scccccicsecesicesecrscereses 
National Public, Del. 
Investors Life, Ga. 
Mid-Continent, Tex. 
South. Aid Life, Va. 




































































































Industrial 11,589,825 
Union Protective, Tenn. once 
Industrial 13,942,637 





Sturdivant Life, N. C. 
National Empire, Tex. 
Old Equity, Ind. 
Pioneer National, Kan. 
Ideal Life, Tex. 
Life of Amer., Del. 

Industrial oe 
Mid-America, Okla. 
Evangeline Life, La. 

Industrial —................ 
Certified Life Assu 

Industrial ...... 
Security L. & A., 

TRGUSTEIAL — .cccescseccscsecesereseseees 
Empire Life, Ark. 
Augwo0d L. & A., S.C. ecccccsscsssesesseseneeees 
Staadaed Life & Cas. jo oe &. 

Industrial wees 
Union du Commerce, Canada ............c:cc0000 
Defender Life, Tex. 
Amer. Life of Balto., Md. o.cccccccecscseseeeeees 
Populaires Acadiennes, Cea 

Mutual Benefit, Md. 

BRRGTURBCEERE | ossceccssecscssesescoscsees 
Liberty L. & A., Mich 
Southwestern Fidelity, 
Cotton States, Ala. 
Richmond Beneficial, Va. 

oe eae 
New Hemisphere, Utah 
Maine Life, Fia. 
Standard Union, Ala. 
Lafourche Life, La. 

































Tex. 















Southwest Reliance, Tex. 
Industrial 
Ideal National, Utah 
Industrial  eecccceccscsceseeee 
Arnett-Benson Life, Tex. 
American Life & Cas., N. 
Central Assur., Ohio 
Industrial ....ccccscseseseseseeeeee 
Commercial Standard, Tex. 
Equitable L. & C., Utah 
First Life, Tex. 
Bankers Fidelity, Ga. 
Life Assur. Co. of Pa. 
General Services, D. C. 
Bank Credit Life, Ark. 
American Federal, Ala. 
Industrial wees 
Golden West, Tex. 
Life of So. Carolina 
Houston American, Tex. 
Allied Bankers, Tex. 
Pilgrim Life, Ind. 
Mountain States, Colo. 
Olinger Life, Colo. 
Commercial Life, Mo. 
Industrial oe 
United Bankers, Tex. 
Capital National, Tex. 
American Buyers, Utah 
Educators Ins., Cal. 
Amer. Home Mut., 




































































TRGUSUrIAT «  sccccccesccsvscesieseseses 11,049,717 
Reserve Estate, Ark. 
Lincoln Life, Ga. 

Industrial seeceeseseseeseeeaee 9,805,594 
Great Eastern, S. C. 
Superior Life, S. C. 
Lone Star, Tex. 
Western Security, (| ___ RRRRSaa eaee oeete 
National A. & H., Pa. 

Industrial — ....cscssccccseeeeseees 10,918,509 


Production Natl., 
Gateway Life, Pa. 








Colonial American, Tex. 
Security Ind., a 
Brook’gs. Intl. L. & C. 


Beacon Life, Okla. 
American Frontier, Tenn. 
Sentinel Security, Utah 
South Atlantic, . Fla. 
Prov. Home Ind. Mut., Pa. 
Amer. Cas. & Life, Tex. 

(CONTINUED ON 
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Total 
Insurance 
In Force 


16,923,630 


**16,473,685 
16,472,716 
**16,454,855 
16,356,100 
16,211,213 


*16,079,060 | 


*16,001,617 
15,884,499 
15,867,368 

**15,811,867 
15,716,690 
15,567,616 

**15,552,173 

**15,323,713 

**15,279,826 

**15,118,128 

*15,109,766 
15,058,157 

**15,031,799 
15,019,906 

*14,975,692 

14,904,582 
**14,886,119 
**14,860,451 
**14,772,952 

14,735,026 
**14,713,721 

+14,569,019 

**14,534,758 


414,497,356 
14,471,672 
**14,418,688 
14,405,328 


**14,353,691 
14,293,126 


14,170,123 
**14,145,433 
**14,084,209 

14,030,352 


14,022,637 
14,009,202 


13, 335, 412 
**13,317,566 
13,281,238 
**13,238,317 


13,205,532 


13,188,400 
13,085,856 
**13,038,793 


12,934,721 
**12,898,293 
*12,890,053 | 
**12/882,049 | 
12, 699, 332 


12, - 636 
**12,564,660 
**12, 30T 670 

12,358,527 


12,341,266 
12,324,416 
**12,291,170 
*+12,286.743 
+12,200,252 


12,132,636 


**12,131,746 
12,071,626 
**12,011,792 


**12,010,459 

12,009,866 
**11,975,553 
**11,930,680 
**11,921,689 


**11, 779, 173 


**11,714,293 
11 699, 966 
**11,632,958 
11,621,841 
+11,607,973 
**11,603,840 
*11,578,236 
11,560,867 


**11,536,285 


bid 2 1319, 184 
11,224,516 


+**11,206,874 
11,206,846 


**11,193,729 
**11,102,260 
11,021,664 
**11,011,343 
10,979,509 


10,962,554 
**10.936.059 
**10,896,038 

*10,872,068 

10,840,026 
**10,830,584 
**10,802,430 

10, 788,248 
**10,786,485 

*10,769,814 


10,751,038 
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N. Y. ‘58 Sales Off 
: To $8,550,179,256 


All figures are ordinary unless de- 
signated G for group or I for industrial. 
New business figures include revivals 
and increases as well as new business 
paid-for. 




















New Total 
ee In Force 
Aetna Life ............ 64,518,715 $ 471,706,489 
(G) 128,731,100 1,532.776,409 
Allstate Life .......... 15,276,142 17,250,199 
(G) 63,289 563 63,229 54% 
Amalgamated _........ 122,500 469,292 
(G) 1,100,105 176,817.509 
American. ._................. 2,769,098 3,670,178 
(G) 259,623 4,789,023 
Bankers, Ia. .............. 21,369,858 83,960,780 
) 1,147,835 195,563,052 
Bankers Security 10,796,167 26,414,853 
(G) 118,917,046 128,347,896 
Berkshire 25,197,661 202,898,039 
Canada 35,128,433 123,742,786 
6,215,400 13,586,000 
CIRCE, xecicsiccanesecinie 304,600 6,728,624 
: 889,400 1,898,200 
CARO 2. 12,043,345 13,634,659 
; (G) 3,068,868 10,877,286 
ONURERE | scccdeisesccerecges 17,884,798 80,978,596 
(G) 500 ,298, 
(I) 3,704,280 26,509,974 
Columbian Mut. .. 3,889,638 18,483,619 
(G) 10,000 50,000 
(1) 13,062,505 63,147,066 
Columbian Natl. .... 18,232,383 106,859,589 
(a) 4,050,483 33,578, po 
ti 
Companion .............. 12 640,372 49,281 aor 
(Gi 23,868,823 140.415,059 
Confederation 1,801,859 5,791,004 
(G) 257,607 1,975,501 
Conn. Genl.._.......... 77,654,468 569,685,286 
161,439,546 974,124,637 
Comins. Mabey scisicsic 79,553,898 572,171,450 
Continental Am. 366,129 177, 388 
Continental Assur. 93,068,497 468,259,375 
(G) 108,288,742 340,607,192 
CORE © sassctscasiserncesieasss 3,658,030 ,659,501 
(G) 32,530,547 35,781,692 
MONTE oo vccccescerssisrmecize 25,701,307 79,286,584 
(G) 12,200,880 24,140,896 
Empire State _........ 12,489,716 48,342,035 
(G) 23,099,538 be: 522,339 
(I) ae 1,391,724 
Equitable Society 256,012,970  2,400,060,449 
(G) 234,322,856 2'704,930,400 
Equitable, Ia. ........ 7,989,781 70,532,730 
Farm Family .......... 16,162,109 53,590,210 
Farmers & Traders 5,194,102 194,77. 
Federal Life & Cas. 9,867,842 29,210,715 
(G) 3,210,673 8,778,959 
Fidelity Mut. ............ 9,437,273 116,311,189 
525,000 
Guardian. _.................. 60,215,626 523,962,509 
23,374,457 49,126,882 
Home, N. Y.. .......... 39,845,225 371,290,618 
(G) 10,132,658 92,136,492 
Imperial, Can. ...... 291,094 3,503,779 
John Hancock ...... 564,088,424  2,621,228.883 
(G) 125,192,448 807,072,653 
pg) 59,609,777 565,733.981 
Loyal Protective .. 235 1,754,700 
(G) 343,797 
Lutheran Mut. ...... 2,572,736 12,454.891 
Manhattan ................ 36,028,548 248,603,893 
(G) 52,417,284 164,397,457 
Milaae:. MEU. .<5.ccscceccscse 160,032,237 855,111,021 
(G) 27,663,365 252,060.383 
Metropolitan _.......... 1,112,170,630 7,761,376,714 
(G) 282,571,342 5,396,032,180 
‘T) 15,565,140  1,177,149,015 
Monarch __ ..........csc000 13,105,604 68,269,983 
(G) 283,500 3,856,377 
Mutual Ben. Life 93,880,859 745,590,361 
(G) 26,448,179 ,244,788 
Mutual, Canada ..... 56,3 3,392,134 
Mutual of N. Y. .... 101,417,828 


834,702, oy 
(G) 93,528,891 208,381.20 


Mutual Trust .......... 21,582,646 180,190, 391 

National of Can. .... 53,597 667,748 
National of Vt. ... 50,124,380 334,662, 

Nationwide _............... 31,396,958 136,374,274 

(G) 5,303,455 25,712,646 

New England ........ 149,621,635 942,123,138 

) 16,388,754 103,060,581 

1, oh Sea Feet 340,838,522  2,494,163,241 

(G) 57,162,877 524,437,478 

North Amer. Re. 43,725,800 174,005,590 

(G) 8,486,048 16,647,452 

Northeastern _.......... 16,754,441 58,613,525 

(G) 25,128,787 228,137,639 

N. W. Mutual ......... 57,737,177 866,655,546 

Old Republic .......... 2,195,115 2.553,840 

(G) 76,473,911 85,657,818 

IIE vccteccctarsiccteisnins 6,507,751 14,135,862 

G) 31,000,813 48,462,354 

Paul Revere ............ 8,150,841 36,675,055 

G) 4,706,916 36,314,892 

Penn. Mut... 92,929,874 558,077,488 

G) 282,000 ,605,800 

Phoenix Mut. ........ 84,283,604 434,342,240 

(G) 6,909,500 21,102,900 

PORE cicciniinnces 28,529,640 129,443,557 

(G) 28,709,849 59,477,087 

Prov. Life & Cas. .. 143,250 540,350 

(G) 9,355,792 73,673,123 

Provident Mut. ...... 32,300,547 270,807,919 

(G) 72,76: 10,904,333 

Prudential .......... 1,479, "391,821  7.479.462,082 

(G) 216,470,114  2,916,578,693 

(I) 53,350,850 1,133,531,081 

Secur. Mut., N. Y. 29,104,430 205,178,797 

(G) 7,070,819 44,527,190 

State Mutual ........... 32,300,547 270,807,919 

G) 6,872,762 10,904,333 

IID ccsseccesrsrecteoes 14,370,978 62,367,128 
Travelers .........cccccceee 114,359, 0 1,201,859, 

(G) 341,227,513 3,647,426,604 

Union Central ........ 37,094,219 313,994,203 

) 34,248,102 170,783,978 


(CONTINUED ON PAGE 24) 


















































24 FeNATIONAL UNDERWRITER 
766 Companies Ranked By Total Insurance In Force 
(CONTINUED FROM PAGE 23) 
Total Total 
Insurance Insurance 
In Force In Force 
$ 
. oe 722 Security Amer., Tenn. ................ 10,424,571 
708 Catoons 5. See nee oe 723 Alabama National Life .......... **10,424.307 
4 it llega ge +*10'665'949 724 Investment Life & Trust .... __, 10,352,583 
709 Southern Heritage, N.C. **10,665,530 = eee Wis Kier aterm oacaras Py 
10 Intercoast Mut., Cal. ...... **10,651,376 se y? paiorir eet 
7 ere mag ge atoll °°10'639 B45 727 Amer. Community Mut.,’ Mich 10,196,653 
ie Good Citizens Life, La. “ ¢#10,628;586 728 Universal Life & Acc., Ind. ... **10,169,260 
713 Southwest Capitol, Tex. tn AR Redeem **10,607,337 = p eerie nace weanie Lag d peters oomuneae 
z 233,952 merican ravelers, ni . i ’ ® 
an oro, ge eg , ena 731 Winnfield Colored Burial 2 +*10,048,578 
iL ae eo #10 '506-237 +All Industrial ** Incl. Group + Figures as of Jan. 1, 1958 
716 Farm & Home, Tex. cen 5 410,576,104 
717 Appalachian Life, W. V 10,519,254 Jan, 1, 1958 Jan. 1, 1959 
Industrial os... : Total Ordinary $306,821,120,477  $333,766,718,696 
718 North America, Tex **10,478,007 Total Industrial 42,070,421,478 41,655,287,264 
719 Life of Fuiorida .... 10,468,130 Total Group ....... 168,420,553,461  184.512,541,960 
sie eee ae nea 6,470,342 iene Total All Classes $517,312,095,416 $559,934,547,920 
c 5 , _ aE 435, 
721 Union Reserve, N. Da. .nssccsssccsessereeseeseeeesseseses 10,430,140 | 
Ranking of 35 Fraternal Societies 





Business Faces Two Major Challenges: Groel 


(CONTINUED FROM PAGE 19) 


essary. In other words, a more ef- 
ficiently integrated total marketing of 
our product will be necessary so that 
the life insurance industry meets and 
fills the public’s desire for security 
before the government preempts our 
opportunity. 

“At the same time, we must show 
the public at large why private enter- 
prise is a better long-term solution to 








New Business, Total Life 
In Force In New York 


(CONTINUED FROM PAGE 23) 
New 


Total 

Business In Force 
$ 

Union Labor ............ 3,245,310 17,115,966 
(G) 57,936,250 205,171,698 
Union Mutual ......... 8,855,984 93,085,052 
(G) 2,453,450 29,501,375 
United Mutual ...... 3,632,939 18,143,796 
(I) 3,088,545 11,856,554 
United States .......... 57,247,095 279,836,870 
(G) 87,659,464 381,872,393 
Unity Mutual ........ 8,738,536 67,771,145 
(I) 16,568,098 63,448,943 
Victory Mut. .......... 4,988,960 21,659,539 
(G) 26,701 684,876 
AIR IOR * & cesinccnccsorcostaseses 8,5 51,000 
(G) 2,610,223 12,179,300 
Total Ord. °58 .. 5,783,286,935 36,582,765,766 
Total Group, °58 2,601,943,126 22,088,149,912 
Total Indus., ’58 164,949,195 3,042,768,716 
All Classes, '58 8,550,179,256 61,713,684,394 
Total Ord. ’57 ....... 5,537,649,724 33,952,408,836 
Total Group ’57 .. 3,491,487,298 20,481,811,194 
Total Indus. ’57 .. 138,789,755 3,143,737,966 
All Classes 57 .. 9,077,987,977 57,577,957,996 


present and future social needs. These 
are not easy tasks but they must be 
attempted and accomplished within a 
relatively short time or the curtain 
will be down and the opportunity 
gone.” 

Mr. Groel said that for an industry 
founded on the philosophy of family 
security, with a superior record of 
sales and service, the instances of poor 
appreciation by the public of its per- 
formance are rather startling. He said 
just a casual reading of the public 
press or even hearing day-to-day con- 
versations with thinking members of 
the business community prove the 
point. 

Not Fully Appreciated 

The fact that life insurance en- 
courages people to make provision for 
the inevitable rainy day, that it builds 
self-respect and promotes _ initiative, 
the fact that it keeps people off the 
relief rolls, and the fact that it ac- 
cumulates capital and makes ‘it avail- 
able to help home and farm ownership 
and business expansion—all these fa- 
cets of the life insurance business are 
not fully grasped by the public, said 
Mr. Groel. 

This he called the second challenge 

































Aid Assoc., Lutherans $1,434,628,219 
Lutheran Brotherhood 969,197,497 
Knights of Columbus 822,637,136 
Modern Woodmen of Amer. ...... 628,336,407 
Woodmen of the World, Neb. 619,248,539 
ThE Maccabees ..........0ccccecccsccscssessesee: 474,755,451 
Independent Order Foresters .... 464,426,829 
Royal Neighbors of Amer. ......... 442,682,658 
Polish Natl. Alliance ......... 268,061,847 
Societe des Artisans, Can 231,564,230 
Catholic Order, Foresters 225,106,730 
Woodmen Circle _............ 128,981,916 
Woman’s Ben. Assn. 128,941,635 
Brotherhood R. R. Trainmen 122,966,576 
Polish Roman Cath. Union ......... 105,399,771 
Societe L’Assomption, Can. ............ 100,490,120 
First Catholic Slovak Union ...... 95,120,899 
Natl. Mutual Benefit, Wis. .......... 94,078,361 
Croatian Frat. Union, Pa. ........... 89,260,000 
Wm. Penn Frat. Assn. ........ te 84,906,769 
Catholic Knights, Wis. ............00.. 83,046,928 
Degree of Honor Prot. Assn. ..... 82,187,016 
L’Union St. Joseph du, Can 75,268,501 
Protected Home Circle 71,674,294 
Ladies Cath. Benov. Assn. ........... 67,866,992 
Women’s Cath. Order of Foresters 67 597,456 
Western Bohemian Frat. Assn. 59,963,794 
L’Union St. Jean Baptiste ............ 58,534,904 
Equitable Res. Assn., Wis. .. 58,104,793 
Canadian Order Foresters .... 56,590,417 
Gleaner Life Ins. Soc. ..... 56,204,486 
Ukrainian National ......... 55,514,617 
Sons of Herman, Texas 53,891,771 
Slovene Natl. Ben. Soc. .... ne 52,929,437 
Catholic Family Life, Wis. ............ 50,248,621 





to the business. He said the public 
relations men in the life insurance 
industry are faced with the obligation 
to use all their skills now and for the 
foreseeable future, toward educating 
the public to a better appreciation of 
the many-sided contribution the life 
insurance industry makes to the people 
of this country and to the private 
enterprise system. 





OWN YOUR OWN AGENCY 
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Founded in 1878 Home Office 





spaderedl 


we’re no fairy godmother, but... 


we think we’ve got something that will help you turn your 
present “pumpkin” into a ‘golden coach.” Look at these facts: 
1. We've got the top agency building contract for the man who wants to build 
an agency of his own. 
2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 
3. A very complete Rate Book, with all the latest types of plans, designed to meet 
every situation. 
We have several excellent territories still available in the United States and Canada. 
If you’re interested in an agency of your own with an expanding organization, 
contact The Maccabees, a Life Insurance Society, 5057 Woodward Avenue, 
Detroit 2, Michigan. 


MACCABEES — a Life Insurance Society 
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Detroit 2, Michigan 


April 25, 1959. 


Cash Value Curbs 
May Get Broader 


(CONTINUED FROM PAGE 19) 
in the amount of $10,000 or more) 
result in higher fund accumulations 
than is the case with smaller sizeg 
policies. 

“In the interest of promoting greater 
equity, we allow somewhat higher cash 
values in the early policy years under 
the R-10 class of policies than unde 
our other classes of policies. This sys. 
tem, with differentiation in value 
applying to all plans of insurance, hag 
the approval of the insurance depart. 
ment prior to its adoption. 

“To be certain that the regulation 
does not apply to a cash value system 
such as the one described, it is our 
suggestion that the words ‘in the same 
class’ be added after ‘essentially simi. 
lar policies’ at the end of the secon 
line of item (1), and that the wor 
‘such’ be inserted before the won 
‘essentially similar plans’ in the fourth 
line. Consistent with this change, the } 
words ‘for policies in the same clasy 
should be added to the first sentence 
of the second paragraph of item (1)?” 


Life Expectancy Requirement 


Mr. Klem also commented on the 
requirements set forth in section (4) of 
the proposed regulation, dealing with 
carrying illustrations and comparisons 
to life expectancy. 

“We note that by stipulating in the 
new regulation that all dividends il. 
lustrations shall cover at least the life 
expectancy of the prospect, the depart- 


ment would depart from the law and § the | 
would extend to all solicitations a | ing ' 
statutory requirement that presently isfy 
pertains to replacements only,” said | Hical 
Mr. Klem. “We urge the department to only 
reconsider this generalized life expec- J know 
tancy requirement. Mr 
“We can see reasons for applying | va 
such a requirement to minimum de- field 
posit sales but it would be unfortunate | 'arge 
in our opinion if insurance companies A&S 
as a result of such a ruling were re- sales 
quired to abandon long established | “fen 
practices and were bound to illustrate | With 
dividends for 30, 40, 50, and even) ™um 
longer periods of years. © advan 
“In the general sale of insurance | Ally 
the longer the period covered by the py 


illustration, the less likely that the 
illustrated figures based on current 

dividend scale will be borne out in| ! 
practice by a continuation of present 
experience. For this reason we think 
that a compulsory requirement with 
application to all sales does not con § ,, 
stitute good public policy. ‘ 


Would Be Costly 


“We would also point out that a 
requirement such as this would impos 
some serious practical problems on the 
companies. Variable and lengthy divi- 
dend illustration periods are hardly 
manageable without a costly expansion 
of the sales material prepared for the 
agent. 

“Because of these considerations, we 
recommend that the life expectancy 
requirement of item (4) be confined 
to the sale-of minimum deposit insur 
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ance, Where it is recognized that spe- 
cial circumstances prevail.” 

As to the fifth section, dealing with 
notifying a company whose business 
js threatened with replacement, Mr. 
Klem recalled that in 1941 LIAMA 
formed a plan for discouraging the 
replacement of policies but that in 
1949 the practice was reviewed by 
counsel of various companies and dis- 
continued because of the anti-trust 
hazard. He said the proposed regulation 
is something that might well be stud- 
ied by all concerned from that point 
of view. 

Can’t Be ‘Absolutely Certain’ 


Further in connection with section 
(5), Mr. Klem said he did not see how 
any company could assume the re- 
sponsibility “to make absolutely cer- 
tain’ that there is no incomplete com- 
parison nor violation of section 211 of 
the insurance law. 

“While we are in sympathy with 
the objective of preventing twisting, 
the regulation as worded, is so drastic, 
from a practical standpoint, as virtually 
to require us to decline to issue all 
policies in which there is an affirma- 
tive answer in the application to the 
question as to the replacement of 
existing insurance,” he said. “This 
might also have important anti-trust 
implications.” 


LIAMA Given Advice 
On Business A&S 


(CONTINUED FROM PAGE 2) 
the prospect and then direct our sell- 
ing toward showing how we can sat- 
isfy these needs. We need the tech- 
nical knowledge but we should use it 
only when it is necessary—not use 
knowledge just for its own sake.” 

Mr. Blackman stressed training. One 

advantage is that the business income 
field is a vast market which has been 
largely untouched. Secondly, business 
A&S sales set off a chain reaction of 
sales. Thirdly, a single interview will 
often result in closing several cases 
with a single check paying the pre- 
mium on the entire program. A fourth 
advantage is that these cases will nor- 
mally create rather large premiums, 
hence larger earnings for agents. 
There are certain tax advantages in 
many cases which motivate the owner 
to buy. Also, he is usually spending 
business funds which sometimes are 
much easier for him to spend psycho- 
logically than his own personal funds. 
“It would seem” Mr. Blackman said, 
“that every field underwriter who is 
attempting to render a_ professional 
service to his clients in the business 
Insurance field must of necessity in- 
clude income protection in his over-all 
tecommendations, and it would also 
seem our responsibility to see that this 
underwriter is properly trained to do 
an adequate job in this area.” 
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Tax Lure Can Boom Minimum Size Group 


(CONTINUED FROM PAGE 1) 


mental scrutiny, is the deductibility 
of the group insurance premiums as a 
business expense. Could the internal 
revenue service find a way of disal- 
lowing group premiums where nearly 
all of it is for the benefit of one or a 
few of the principals? Could IRS de- 
clare the premiums above a certain 
level to be taxable income to the 
principal? Or might IRS stir up Con- 
gress to the point of removing either 
or both of these tax advantages? 

A letter ruling is currently being 
sought on behalf of a corporation be- 
cause an IRS field agent challenged 
its right to deduct as an ordinary and 
necessary business expense the premi- 
um on a principal’s $235,000 of group 
coverage. In this case the others in the 
group had only $2,000 coverage each. 
The agent challenged the premium on 
two grounds: First, that the portion 
used for the principal’s coverage was 
out of line with the reasonable value 
of his services; Second, that such a 
setup was not group insurance, be- 
cause the principal underwent medical 
examinations, including electrocardio- 
graph and x-ray tests, and therefore 
underwriting was not based upon a 
plan which would preclude individual 
selection. 


IRS Ruling Can Vary 


The IRS ruling might say that the 
plan is group insurance and therefore 
the premium is fully deductible. Or it 
might say that it is group insurance 
but the premium would be deductible 
only if the amount of coverage on the 
principal were reduced so as to bring 
the premium paid on his behalf down 
to an amount consistent with the rea- 
sonable value of his services. Or the 
ruling might say the arrangement 
doesn’t meet the definition of group 
insurance and hence the premium is 
not deductible. 

In other cases, the issue of the group 
premium’s taxability as part of the 
executive’s income is involved. Con- 
sequently, the deductibility of group 
premiums to the employer and their 
exclusion from the principal’s personal 
income are by no means clear, in the 
type of case that has been described. 

But if both these tax advantages are 
upheld, the market for this type of 
coverage should be tremendous, said 


Mr. Arden. For one thing, agents will 
run into it in competition and in this 
way will be forced to learn about it. 

“Besides that,” he said, “many 
agents have shied away from selling 
group on the ground that the commis- 
sion rate was low. But when they find 
out the market there is for this kind 
of group insurance and the amount of 
money they can make as compared 
with putting in the same amount of 
time on individual ordinary or term 
insurance—well, I think a lot of agents 
will stop protesting against high limits 
and start selling them.” : 

Another group variant that Mr. Ar- 
den feels is likely to spread is the 
so-called “10-4” schedule. Suppose 
there are two partners, age 55 and 
60, both uninsurable. Group is written 
on them for $10,000 each and on eight 
employes for $4,000 each, none of it 
on a medical basis. 

The same coverage is obtained in a 
total of anywhere up to 10 insurers. 
The entire deal is deductible as a busi- 
ness expense and the rate is of course 
lower than even individual term in- 
surance. 


Groups Can Be Different 


A variant of this is to set up differ- 
ent groups within the corporation. For 
example, four minimum-size groups 
cculd be set up, the two principals 
being members of each group but all 
the other members being different. 
This keep the coverage down for each 
employe while multiplying it on the 
two principals. In such a case, a dif- 
ferent insurer would be covering each 
group. 

On the other hand, said Mr. Arden, 
there is evidence that some men who 
are being showered with free group in- 
surance are beginning to wonder if it 
is deductible. 

“The other day a man age 55 got in 
touch with an agent on his own initia- 
tive because he was worried about 
having only $15,000 in permanent life 
insurance,” said Mr. Arden. “He had 
no other coverage except $125,000 of 
group term life provided by his em- 
ployer. This man realized that when 
he got to age 65, the mandatory retire- 
ment age, he would have nothing but 
his $15,000 of ordinary—and the priv- 
ilege of converting the group insur- 
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ance at a staggering premium. 

“He told the agent, ‘I’ve got to buy 
some insurance now, because I would 
rather pay $40 a thousand now than 
$60 or $65 when I retire. What I want 
to do is to insure my insurance costs 
when I retire.’ But of course that is 
a very unusual individual. He had 
enough perception to realize he was 
being trapped by the false security of 
so much ‘no-cost’ life insurance. 

“Most of them refuse to be alarmed 
about the situation they are facing 
and simply say they don’t want to buy 
any additional insurance.” 

Going back to the sale of medically 
examined group for high amounts on 
the principals, Mr. Arden said a prob- 
able development, if the tax angles 
turn out to be favorable, is this: An 
agent could go into a corporation that 
is paying $8,000 or $10,000 a year for 
an ordinary life stock retirement plan 
and say, “You’re crazy; you can buy 
the same thing for $4,000 a year on a 
group basis and get a deduction on it 
and get the cash out of your present 
policy to add to your working capital.” 


Bound To Look Good 


This is bound to look pretty attrac- 
tive, Mr. Arden pointed out. The cor- 
poration has been having to earn $16,- 
000 or so before taxes to pay the $8,000 
premium after taxes. An agent pre- 
sents this chance to use group insur- 
ance and pay only $4,000 a year for it, 
and it really costs the corporation only 
about $2,000, because the $4,000 is tax- 
deductible. 

Mr. Arden said he would be reluc- 
tant to offer the high-limit group plan 
to his clients now because of the in- 
definite status of the tax questions 
but if these were answered favorably 
and clearly the sales potential would 
be tremendous. 


Occidental Of Cal. Sales Gain 

First quarter sales of $339,129,471 for 
Occidental Life of California were a 
29% increase over a similar period in 
1958. Group totaled $96,728,313, up 19%: 


Lincoln National Life’s direct ordin- 
ary paid business for March was 45% 
ahead of the same month last year. 
For the year to date, direct ordinary 
business is up 42%. 


Old Equity Life of Evanston, 
has been licensed in Mississippi. 
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To Paraphrase 


are $87,000,000. 





Insurance in Force over $400,000,000 





Assets over $87,000,000 






Horace Greeley: 


GO WESTERN, YOUNG MAN! 


Life insurance is a soul satisfying business but none of us are in it for our health. 
Western Life, one of the “growingest”? companies in the country, offers agents excel- 
lent commissions and unusual opportunity for advancement. 

Take a look at the record. In 1956, insurance in force was more than $294,000,000 
and assets were $72,000,000. Insurance in force today is over $400,000,000 and assets 


In 1956 Western Life was represented in 11 western states. Today it is licensed in 
40. More expansion is underway! 
Join forces with a live and moving organization! Grow with a growing company! 
Western Life has a story to tell. Write or wire Western Life Insurance Co., Dept. 4, 
Western Life Building, Helena, Mont. 


(P.S. Your manager’s recommendation will help.) 


<M OI IIIS Hg 
> hd an 
tt - 


R. B. Richardson, President 
L. G. Thompson, Admn. Agency Vice President 
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office staff. 


175 W. Jackson Boulevard 


Exceptional 
GROUP SALES OPPORTUNITY 
in Little Rock, Arkansas 


If you have at least three years of successful group sales experience, 
and are age 35 or under, you will find this managerial and sales 
opportunity well worth investigating. A group insurance pioneer, 
the company ranks among the nation’s leaders in both group busi- 


ness volume and group experience. 


The man who fills this position should be a college graduate. 
He will begin his new job with a good salary and the assurance 
of future increases based on accomplishments. He will have a 
company car, good working conditions, and the same excellent 
retirement plan and employee benefits available to the home 


The company has enjoyed excellent growth in the past and looks 
forward to continued growth in the future. If your qualifications 
fit the job and your ambitions include personal growth, we would 
like to talk with you. Write in full confidence to: 


BOX F-91, 
c/o THE NATIONAL UNDERWRITER COMPANY 


Chicago 4, Illinois 











Agency 
Supervisor 
Wanted 


An old line legal reserve life insur- 
ance company located in the Southeast, 
now in its 52nd year of successful opera- 
tion with over a billion in force, is seeking 
the services of a qualified person to super- 
vise its present organization in the state of 
Georgia and to build new organizations. 





A similar opening is available for 
a territory comprised of the states of North 
and South Carolina. 


The person must have had life insur- 
ance selling experience, and it is preferred 
that he have had supervisory experience. 


An attractive salary and bonus ar- 
rangement will be made with the person 
selected. Reply in strict confidence to Box 
F-81, ¢/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


WANTED—OVERSEAS AGENTS 


An old North American Life Insurance Com- 
pany with the largest and most aggressive 
life insurance agency in Europe is offering 
90% district agent’s contracts to a limited 
number of high caliber agents selling to mil- 
itary personnel stationed in Europe. Present 
agents selling up to three million a year. 
Wonderful income tax advantages for those 
who remain overseas 18 months or longer. 
Financing available. For further details send 
complete résumé and photo to Walter J. 
Bus), Overse2s Manager, Wiltelm Leuschner 
Strasse 88, Frankfurt/Main, Germany. 














LOSS PREVENTION MANAGER 

This is a challenging Home Office oppor- 
tunity with a large Multiple Line company 
located in midwest. Full responsibility of 
Safety operation. Should have proven ad- 
ministrative and technical ability. Oppor- 
tunity for wider future responsibilities. Col- 
lege degree required. Salary open. Out- 
standing company benefits. All replies 
confidential. Reply Box G-3, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


SALES MANAGER FOR 
CALIFORNIA COMPANIES 


Over-all sales manager of a combined life, 
casualty, and fire operation. Our com- 
panies are 10-year-old affiliates of the 
California Farm Bureau with a total pre- 
mium volume of over $8,500,000. 

We need a man who has both a thoroughly 
successful life sales and sales management 
background and solid experience in casu- 
alty and fire. Prefer a college graduate, 
age 40 or under. Write to Box F-92, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 





Trainers Advised At LIAMA A&S Meeting 


(CONTINUED FROM PAGE 2) 


reported his company was receiving 
one A&S app for every two life apps, 
although Guardian has only been in 
the A&S business seven years. 


Discuss Field Management Training 


Training of field management was 
taken up by a panel consisting of J. 
Kenneth Higdon, Business Men’s As- 
surance, and Carl H. Lane, General 
American Life. Mr. Higdon argued for 
equal compensation incentives in life 
and A&S production and reported that 
his company allows its managers to 
decide in each case whether life of 
A&S should be used in the initial ap- 
proach. “All field management people 
should start as salesmen,” he opined. 

A&S is the quickest way to find out 
if the new man can sell, Mr. Lane 
said. 

Keynote speaker Travis T. Wallace, 
Great American Reserve, president of 
Health Insurance Assn., warned of the 
threat of government intervention. 
“The industry must assume the re- 
sponsibility for non-cancellation, group 
conversion and adequate old age cov- 
erage, or it will be out of business.” 
He said individual companies within 
the industry have the option of par- 
ticipating or can choose how deeply 
they want to participate, but the in- 
dustry as a whole must take significant 
action in these three areas. If the 
industry does not act, the government 
will. 


Cancellation Is Not Answer 


Cancellation is not the answer to an 
insufficient rate, Mr. Wallace said. He 
termed rising health care costs as the 
most serious problem and said that 
insurance companies must find more 
economical ways or be prepared for 
government intervention of the Forand 
and Metcalf type. 

A&S can be a spur to life produc- 
tion, Raymond C. Johnson, New York 
Life, said. He said he found that agents 
who wrote A&S and ordinary life 
make 27% more money than agents 
who wrote just ordinary. If they wrote 
A&S and ordinary and group, their 
income was 39% higher on an aver- 
age. Mr. Johnson said his company 
switched from commercial A&S to 
non-can three years ago because it 
was more compatible with the life 





POSITION OPEN 


Leading resort hotel which does large vol- 
ume of life insurance convention business 
desires to hire retired or semi-retired in- 
surance executive as a sales representative. 
Individual may work from his office or 
home. Write full details as to background 
and income requirements. Reply Box F-96, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











LOCATE IN CALIFORNIA 
HOME OFFICE LIFE UNDERWRITER 
3-4 years experience. A & S experience 
helpful but not necessary. Immediate su- 
pervisory duties. Reply Box F-76, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANTED 
SALES PROMOTION MANAGER 
For Life company. Excellent future in Chicago 
Home Office for young man with college de- 
gree, plus 2-5 years experience. Send complete 
résumé to Box G-!, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, III. 








DESIRE HOME OFFICE 

SALES EXECUTIVE 
to Head Ordinary Life and A & H Department. 
Old, Sound, Established Company panding 
merchandising in 35 states. Both Field and 
Home Office experience desirable. Write de- 
tails of background to Box F-99, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Iil. 














WANTED: GENERAL AGENCY 
OPPORTUNITY 


General Agency—Opportunity wanted Metropol- 
itan area. 7 years experience sales and super- 
vision, full time and brokerage—excellent per- 
sonal production. Age 39. Write Box NY-8, c/o 
The National Underwriter Co., Adv. Dept., 17 
John St., New York 38, N.Y. 





INVESTMENT MAN 

College graduate, mid-thirties. 10 years top level 
experience all phases medium size life company 
investments and investment management includ- 
ing all types of mortgages, purchase-leases, bonds, 
direct placements. Desires greater advancement 
opportunity. Will relocate. Write in confidence, 
Box F-94, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 














April 25, 195 


agent’s philosophy of merchandising 
and it involved the permanent aspec 
of life insurance. 

Alfred W. Perkins, Union Mutyg 
Life, reported that his company’s Ag 
persistance was only 5% less thay 
its life. “Additional commissions alon, 
are not enough incentive for increaseg 
production,” he also noted. 

Other speakers and their subject; 
Tuesday morning were Justin D. He. 
man, LIAMA consultant, “Kash in Ag. 
tion;” Robert W. Carey, John Hancock 
“Selling the Agent on Field Under. 
writing;” and Frederick E. Boes, Met. 
ropolitan, “The Agent and the Claim” 

Tuesday afternoon speakers wer 
John W. Sayler, Business Men’s As. 
surance; Daniel S. Blackman III, Pry. 
dential; Webb C. Evans, Federal L.&c. 
and Joseph F. Tudor, Pacific Mutual 

Raymond H. Belknap, United Stats 
Life, addressed the meeting Wedne.. 
day morning, and J. Harry Wood 
managing director of LIAMA, close 
the session with “Resume and Com. 
ments.” 


Pension Plan Promotion 
For Brokers Is Told 


(CONTINUED FROM PAGE 2) 
and after the basic payroll data infor. 
mation has been obtained, it is then 
necessary for someone to design ani 
calculate the pension plan. At this 
point the supervisor transfers supervi- 
sion activity to the person or persons 
who are doing this detail work. How- 
ever, it is necessary that the super. 
visor know how to do it himself, how 
to check the information when it is 
returned to him in complete form, and 
how to set it up in the most merchan- 
disable manner for the __ interviews 
that will ensue. 

Not only will the supervisor’s work 
help the agent or broker in actually 





selling the case but in subsequent 
years it will help in the required serv- 
icing, Mr. Kinbacher pointed out. This 
service activity includes preparing the 
booklet for the employes, helping the 
lawyer in drafting or reviewing the 





trust agreement, overseeing the prep 
aration of the necessary tax inform: 


tion and forms by the employer or fo |#—— 








the employer and also the same neeés BOW 
for service that exist in ordinary po- 

icies—change of beneficiary, chang M 
of ownership, change of name, settle . 
ment of death claims, and the like. RICHI 

“The three basic steps which it is 
essential that the supervisor follow]'/——— 
are (1) after receipt of payroll dat 
information and supporting materid 
design the plan and prepare the formé C 
proposals; (2) assist the agent 
broker in selling the plan, and (3) st- 
pervise or oversee the maintenance 0 
good service for as long as the plan lf) son pre 
operating under his cognizance. 

“Pension planning is not difficult buf ——— 
to become a pension expert the jof— 
cannot be done overnight. There af CE 
many instances where an agent or sl 
pervisor in the sales interview 
find that a prospect knows as m L 


or more about the subject than It 


does. This may very well be true als) "2 8. 3 


in talking with accountants and attor 

neys who have had pension plannilt 

experience. : 
“The pension planning market 1s 4 


lucrative one for agent and agency. Len 
currently see no diminution 
market but rather a_ contin 
growth.” 

Mr. Kinbacher suggested a number) Milde 





ee 


of books and services for those desi'j—_. 


ing further pension information. 
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Now there is another aspect of this 
contract. The insurance company puts 
in a little gimmick that says in the 
event you don’t live long enough to 
e all these 25 installments, we’ll 
make up the difference and the $50,- 
00 will go to your family anyway. 
That I call the tail. That’s the term 
rtion of the contract and we have 
reached the stage today where many 
of us are letting the tail wag the dog. 
The term insurance aspect is all 
that’s important, and there we are re- 
linquising our duty and our obliga- 
tims completely, because I am old 
enough to have gone through this cycle 
once before. I walked down Wall 
Street in 1930 and I had to watch out 
that I wasn’t hit by a falling body. 
But the people that were jumping out 
of windows then weren’t the people 
who had bought life insurance in 1929, 
they were the people who attempted to 
do what’s being done now—get the 
money out of the life insurance con- 
tract to put it into something else 
that’s going to make them rich over 
night. 

Can’t Be On Both Sides 


I don’t care for the moment to argue 
whether they’re right or rong. All I 
say is I’m concerned we have taken 
the position life insurance is the 
means of taking care of our clientele. 
If we don’t believe that, get out of the 
life insurance business. Go to Wall 
Street. Sell securities, but you can’t be 
on both sides of the fence at the same 
time. 

Correlated with the minimum de- 
posit of course is the mutual funds 


LIFE INSURANCE EDITION 


Jabs At Minimum Deposit, Mutual Funds 


(CONTINUED FROM PAGE 4) 


situation. It’s only lately that compa- 
nies are beginning to indicate that 
they don’t want their agents to sell 
mutual funds. Why did they wait till 
the thing got out of hand? I don’t want 
anybody in my agency selling mutual 
funds, not because the company has 
indicated that they don’t want agents 
selling mutual funds, but because I 
personally feel that a man can’t serve 
two masters at the same time. 


Rationalizes His Peddling 


In this instance the man is purely 
a peddler. He rationalizes by saying 
that he’s trying to look out for the 
over-all good of his client. That isn’t 
so by any means. What he does is says 
in effect, “Do you want to buy some 
life insurance?” The fellow says “No.” 
Then he says, “Well, in my other 
pocket I got some mutual funds. May- 
be you’d like to buy them.” 

Mutual funds are the direct opposite 
of life insurance. How can you be on 
both sides of the fence at the same 
time? Take a position one way or the 
other. If you want to sell mutual 
funds, get out of the life insurance 
business. 

There’s nothing wrong with selling 
mutual funds. There’s nothing unethi- 
cal about it, but I think it’s wrong for 
a life insurance man to attempt to sell 
the very thing that’s competing with 
life insurance. And then of course we 
get to the corollary factor that in op- 
erating along these lines we’re doing 
the very thing that is the greatest 
problem in our country today and that 
is inflation. 

I know of nothing in our economy 
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MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


CONSULTING ACTUARIES Consulting Actuaries 
= AND = insurance P i 
INSURANCE ACCOUNTANTS 2801 North Meridian St. 5002 Dodge St. 
Detroit Atlanta Indianapolis 8, Ind. Omaha 32, Neb. 
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COATES, HERFURTH & 
ENGLAND 
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Chicago 4, Ill. 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 











Telephone WAbash 2-3575 New York 17, N. Y. 
Lenard E. Goodfarb, F.S.A. HARRY S. TRESSEL & ASSOCIATES 
: Consulting Actuaries 
Consulting Actuary I Suet 
Market Street National Bank Building 10 South La Salle Street 
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that’s more inflationary than stocks 
which are selling at 20 and 30 times 
earnings. There simply isn’t anything 
more inflationary than that. So people 
say that as a hedge against inflation, 
buy the most inflationary thing there 
is. 


Calls Dollars Best Hedge 


The hedge against inflation is to 
buy dollars right now. Dollars are sell- 
ing at about 30 or 40 cents compared 
to what they were in 1939 and unless 
you feel that the country is going to 
be completely ruined, and I certainly 
don’t feel that way, then we’re in a 
position today where we can buy the 
best thing that anybody could possibly 
have, at bargain prices. We’re ready 
to buy dollar bills right now for about 
30 or 40 cents. I don’t know of any 
better buy. 

Life insurance is just money for 
future delivery. Let’s buy some of that 
money when we can buy it cheap, not 
take out the dollars from the life com- 
pany and buy the very thing that’s 
going to cause this situation to get 
worse. That seems to me to be so 
elementary, but for some reason or 
other people never seem to do the 
right thing. 
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Modern Trends Is Theme 
Of Brooklyn Law School 
Annual Insurance Forum 


The annual Brooklyn Law School 
Insurance forum, April 30, will be 
given over to a series of lectures on 
modern trends in the life insurance 
industry. 

Speakers include Jerome A. Man- 
ning of the law firm of Joseph Tracht- 
man, who will speak on the long and 
short of insurance trusts; Arthur E. 
Schmauder, assistant general solicitor 
of Prudential, on key man insurance 
in deferred compensation agreements; 
Robert J. Lawthers, director of estate 
planning services New England Life, 
on basic planning principles in quali- 
fying life insurance for the marital 
deduction; Joel I. Friedman, partner 
in Nathan, Mannheimor, Asche, Winer 
& Friedman, attorneys, on stock re- 
tirement agreements funded by life 
insurance, and John F. Moynahan, 
president, John Moynahan & Co., pub- 
lic relations, on public relations and 
life insurance. 

The forum will start at 9:45, at the 
law school, 375 Pearl Street, Brooklyn. 








Pension plan. 


Reduced rates 
for annual premium 
retirement annuities 


(non par...guaranteed return) 


MANUFACTURERS LIFE, already well known for leadership in 
the single premium immediate annuity field, announces sub- 
stantial rate reductions at all ages for its Guaranteed Retirement 


G.R.P. is a highly flexible retirement annuity in terms of both 
optional retirement dates and optional forms of pension. The 
new rate schedule will give today’s careful buyers a maximum 
in guaranteed return per dollar invested. 


Examples of premiums to provide $10 monthly (male) 
income for life with 10 years certain 























Age at Retirement Retirement Retirement Retirement 
issue at 55 at 60 at 65 at 70 
25 $ 46.73 $ 33.00 $23.60 $17.16 
35 80.90 53.47 36.57 25.42 
45 186.73 103.28 63.83 42.03 
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If you would like to make comparisons at other ages or for other 
forms of pension income, contact one of our Branch Offices. 


BRANCHES IN THE FOLLOWING CITIES: Baltimore ¢ Boise e Chicago ¢ Cincinnati e Cleveland 
Columbus e Denver e Detroit e Flint e¢ Hartford e Honolulu e Lansing e Los Angeies 
Miami e Minneapolis ¢ Newark e Oklahoma City e Philadelphia e Pittsburgh e Portland 
Richmond ¢ Saginaw e San Diego e San Francisco e Seattle « Spokane e Washington, D.C. 


Also licensed in Alaska, Arizona, Delaware, Indiana, lowa, Kentucky, Maine, Missouri, 
Nevada, New Hampshire, Utah, Vermont and West Virginia 


THE 


MANUFACTURERS 
LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


64-59 











This Agent Found The Key To Success 
In Life Insurance Marketing! 


is the salesman’s salesman. Simple to use, the 


Thousands of successful representatives of 


life insurance companies are learning that 


sound slide-films demand ATTENTION. 
Agents who get ATTENTION make sales. 


Now, the all new McClure Picturephone 
makes use of this dramatic medium more con- 
venient, more effective than ever before. Ex- 
perience in the field demonstrates that Pic- 
turephone equipped agents double and triple 


their customary quotas. 


Good looking . . . rugged . . . only 13 
pounds ... the all new McClure Picturephone 


McCLURE PROJECTORS, INC 


new equipment projects a theater quality pic- 
ture, auditorium sound—a combination that 


gets ATTENTION— produces sales. 


Learn why the nation’s leading com- 
panies use McClure Picturephones. Write for 


details. 









Manufacturer 


Picturephone 
Sound Slide-Film 
Projector 






1122 Central Avenue, Wilmette, Illinois Phones Chicago: BRoadway 3-2310 Wilmette: Alpine 1-8520 
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